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@ Aw shucks! It isn’t the ads. It’s the facts behind the ads which 
are so appealing. 


@ We know our representatives are prosperous and contented. Why 
shouldn’t they be? Last year our top hundred men (some were 
women) averaged $12,645.67 in cash earnings. This year they will 
earn considerably more. 


@ Last year, of all companies with over $100,000,000 of insurance in 
force only THREE showed a greater percentage growth in Ordi- 
nary than the Franklin. In actual dollar volume of gain we were 
FIFTEENTH among 463 companies. This year we'll do even 
better. 


@ Those things don’t just happen. Exclusive and amazingly salable 
contracts have something to do with it, and a genuine friendliness 
which prompted one Franklinite in Missouri to say, “Never was I 
so happy as I am now.” 


@ Shucks! Anybody could write good ads with the things we have 
to tell! 
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FRANKLIN LIFE cones” 
CHAS, E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $420,000,000 Insurance in Force. 
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HERE’S AN ANGLE about insurance com- 
panies that you may not have considered. 
It is best explained by a quick look at the 
chart on this page. 


The chart indicates the growth of the 
25 leading life insurance companies during 
the past 10 years. The top curve shows 
what has happened to those 10 companies 
that have consistently advertised in The 
Saturday Evening Post. It indicates that 
consistent advertising in the Post pays off. 


> Advertisements in the Post 
reach the best prospects — the 
people whose education and in- 
come are well above average. 


> Advertisements in the Post get 
attention. People like to read ads 
in the Post—far more than in 


any other magazine. 











Dollars 


GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
INSURANCE COMPANIES DURING 1936 AND THROUGH 1945 
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For this ten year period the growth of ordinary life 
insurance in force among the ten regular Post insurance 
advertisers has been more than three times greater 
than that of the fifteen inconsistent or non-advertisers. 
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rucial Period in 
ife Insurance, 


N.A.L.U. President Makes 
Inspiring Talk 
at Peoria Conference 


By DALE SCHILLING 


PEORIA, ILL.—This next year 
vill be a pivotal one of utmost impor- 
ance to the life insurance institution 
bnd its agents, Philip B. Hobbs of 
quitable Society at Chicago, president 
of N.A.L.U., declared in response to an 
ovation given him at a dinner in his 
honor held during the conference of 
national, state and local life men here. 
Life agents, he said, by their selling 


of policies are seeking to protect the 
franchise and preserve the dollar. They 
















Philip B. Hobbs K, E. Williamson 







are selling a fixed dollar, offering con- 
tentment in life, an income which the 
owner can control, the opportunity to 
grow, to make friends and go where 


e\ Bithe policyholder can make friends, and 
. also offering him the right to retire at 
4 an age which he selects, and to enjoy 







life thereafter. 
Broad Public Benefits 


In offering and providing those 
highly desirable benefits the life men 
are doing something for the general 
good of the U. S.; are helping in a very 
practical and assured manner to pre- 
serve the American way, Mr. Hobbs 
said. By thus serving the insuring 
public they are giving many direct pub- 
lic benefits and also collateral benefits. 
The life insurance purchaser pays his 
Premium with a “poor dollar,” but the 
benefits come back in “rich dollars.” 
He commented on a statement made 
by Insurance Director Parkinson of 
Illinois in a brief talk at the state 
meeting that the insurance law sets 
minimum standards for life insurance 
which it is the departments’ duty to 
make sure are maintained. 


K. E. Williamson Presides 


_. Director Parkinson,’ Mr. Hobbs 
said, “mentioned that minimum stand- 
ards are set by the law. The volun- 
lary contributions by the business. it- 
self lift It above and beyond the mini- 
ae which the law prescribes. The 
He Insurance business is the greatest 
usiness in the world. One of the im- 
portant reasons for this is that what we 
ae in this business we get and keep— 
ood, clothing, liberty, contentment and 
wa of mind, a sufficient income for 
wing needs in old age.” 

that Don F. 


Mr. Hobbs noted 
. had reported that 









Barnes, of N.A.L.U 
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Harrington and 
Dressel May Fall 
in G.O.P. Sweep 


_Most prominent insurance commis- 
sioner head likely to fall as a result of 
the Tuesday elections is that of C. F. J. 
Harrington of Massachusetts. The state 
house there passes from Democrat to 
Republican. Mr. Harrington was orig- 
inally appointed by a Democrat but he 
was kept in office during the Republican 
administration of Governor Saltonstall 
and then again appointed by a Demo- 
crat. However, it is reported to be 
doubtful that Mr. Harrington will again 
receive appointment under a Republican 
administration. 

It has been reported that Henry Dug- 
gan of Newburyport is a strong pos- 
sibility for appointment as Massachu- 
setts commissioner. He is chairman of 
the insurance committee of the Massa- 
chusetts house. 

If, on final returns, Herbert is elected 
Ohio governor over Democratic incum- 
bent Lausche, that will mean the de- 
parture from office of Walter Dressel, 
the insurance superintendent. 

Apparently John J. Holmes, Mon- 
tana commissioner, was unsuccessful in 
his race for Congress. 

Insurance interests in Michigan have 
been urging the retention of David 
Forbes as commissioner despite the fact 
that he was committed to the losing 
candidate in the Republican primaries. 

Frank Sullivan, the Republican can- 
didate, was elected Kansas commis- 
sioner. : 

A Republican replaces the Democratic 
governor of Idaho and that probably 
means the departure from office of Com- 
missioner McMonigle. 

There is said to be some doubt as to 
the future of Newell Johnson in Minne- 
sota even though there is no change in 
the administration in that state. 

The Republican sweep may very well 
have a psychological effect on the type 
of insurance legislation that is enacted 
in the various states next year to 1m- 
plement public law 15. The underlying 
fact against which all of the discussion 
so far has taken place has been that 
the national administration is Democrtic 


_a@nd colored with the new deal philoso- 


phy. That produces certain assumptions 
which have undoubtely entered into the 
preparation of proposed legislation. The 
assumptions may now be regarded per- 
haps as changed and that will have an 
effect. ae 

Regardless of political belief insur- 
ance people everywhere are_ breathing 
easier today because they will feel that 
any trend that may have been develop- 
ing towards socialization of insurance in 
various aspects has been halted. 


ELECT DICKEY IN OKLA. 


OKLAHOMA CITY—Although 
complete returns of Tuesday’s election 
have not been tabulated the election of 
Donald E. Dickey, incumbent, has been 
assured as insurance commissioner of 
Oklahoma. Dickey had been appointed 
by the governor to succeed the late 
Jess G. Read and has been acting com- 
missioner since Mr. Read’s death. 


Miss Sue Ellen Stamper, daughter 
of Powell Stamper, sales promotion 
manager of National Life & Accident 
and president of the Life Insurance 
Advertisers Assn., was married at 
Nashville to Joseph M. Whitson, Jr. 








Martin J. Mullen, publicity director 
of General American Life, has been 
elected vice-commander of the midwest- 
ern division of the Marine Corps 
League. He was a major in the marine 
corps in the recent war. 


LIAMA Card 
Is Completed 


DEVOTE FINAL DAY TO 
MANAGEMENT PROBLEMS 


Management problems will be treated 
at the final day’s session of the L.I.A. 
M. A. annual meeting at the Edgewater 
Beach Hotel, Chicago, Nov. 12-14. 

Joseph B. Maclean, vice-president and 
actuary of Mutual Life, will speak on 
new trends in a speech “Impending 
Changes.” 

“Managers Selection” is the subject of 
a discussion by Dr. Albert K. Kurtz, 
formerly an L.I.A.M.A. research man 
and now associate professor at Michi- 
gan State College. 

Laurence S. Morrison, L.I.A.M.A. re- 
search consultant, will discuss “Manag- 
ers Compensation.” 

O. J. Arnold, president of Northwest- 
ern National Life, will speak on “Man- 
agement Must Manage.” 

Charles J. Zimmerman, acting manag- 
ing director of L.I.A.M.A., will speak on 
“What's Ahead.” 


Plan Expansion of 
Purdue Program 


Purdue University is expanding the 
course in life insurance marketing and 
plans a management seminar for com- 
pany officials, general agents and man- 
agers. 

Under Horace R. Smith, former Jef- 
fedson Standard manager at Houston, 
the first class in the 1946-47 program 
will start Nov. 18, followed by a class 
on Jan. 6 and one on Feb. 10. Each 
group will receive 15 weeks’ study and 
37 weeks of supervised field work. 

Mr. Smith has been appointed profes- 
sor of applied sociology at the school. 
A C.L.U., he had been an instructor in 
life insurance, economics and sociology 
at the University of Houston, and was 
dean of the Houston Life Insurance In- 
stitute in 1942. As a lieutenant-colonel, 
he served as director of the AAF staff 
officers’ school. He is a graduate of 
Knox college. Bernard C. Haught will 
continue as assistant director of the 
Purdue program, 





Rule Against Perpetuities 
Discussed by Arthur Block 


NEW YORK—An explanation of 
some of the legal limitations on setting 
up a trust was made by Arthur Block, 
professor of law, Brooklyn Law School, 
before the New York C.L.U. chap- 


r. 

The law prohibits a man from setting 
up a permanent trust under which his 
property will follow his line of blood 
for an indefinite time, said Mr. Block. 
A trust may be established for the dura- 
tion of not more than two lives. The 
law provides that in every possible 
contingency the ownership must vest 
in possession within that period. That 
is, the power to sell cannot be denied 
for longer than the lifetimes of two 
persons. 

There is no way in which a man 
can set up an estate which will pass 
his property from eldest son to eldest 
son, on the English system, for over 
two generations. The law specifically 
refuses to allow remoteness of vesting 
and the unlawful suspension of the 
power of alienation, he said. 

The lecture was the first of a series 
of six organized by the chapter. Sol- 
omon Huber of Home Life and educa- 
tional vice-president of the New York 
chapter presided. 


N. W. Mutual Has 
New Contract 
for Agents 


8 Renewals Vested—Then 
60c per $1,000 of Premium 
Paying Insurance 


MILWAUKEE—A new plan of com- 
pensation for agents of Northwestern 
Mutual Life is provided in an agency 
contract just announced. Effective Jan. 
1, full-time agents will have the option 
of continuing under their present form 
of contract or electing to take the new 
form which may be made immediately 
effective as to both their outstanding 
and future life insurance production, ac- 
cording to Grant L. Hill, vice-president 
and director of agencies. The new con- 
tract is the result of several years: of 
study and research conducted by the 
company and its general, district and 
special agents’ associations. 

In place of the present nine renewal 
commissions, the new form provides 
eight vested renewals, after which a per- 
sistency fee of 60 cents per $1,000 of pre- 
mium paying insurance is provided until 
the agent reaches age 65, when the com- 
pany’s retirement plan becomes opera- 
tive. An agent who elects the new form 
of contract for his future production 
may also make it effective on all his out- 
standing business by waiving any ninth 
renewal commission which would other- 
wise be payable. 

Every year the company will deter- 
mine the amount of each agent’s pre- 
mium paying insurance in force for more 
than nine years and calculate his persist- 
ency fees for the ensuing year as a 
level figure payable monthly. The 
minimum persistency fee is $10 per 
month, requiring only $200,000 of such 
insurance in force. 

The persistency fees will augment the 
agents’ deposits and company contribu- 
tions under the agents retirement plan, 
which became effective Jan. 1, 1942, thus 
increasing the retirement income avail- 
able to the agent at age 65. 





May Develop Pension Plan 
for Local Commerce Units 


WASHINGTON—The U. S. Cham- 
ber of Commerce insurance department 
has been engaged for some time 6n 
matters related to group life and pen- 
sion plans for local chambers of com- 
merce affiliated with the national cham- 
ber. The latter has had technical and 
actuarial service from B. E. Wyatt Co., 
Inc. The plans will be discussed at 
the next meeting of the National Assn. 
of Chamber of Commerce Secretaries. 

The U. S. Chamber has long had a 
pension and retirement plan for its em- 
ployes. However, it is said, few local 
chambers of commerce have enough 
employes to make a pension plan prac- 
ticable for individual chambers. By 
taking the whole field of local cham- 
bers, it has been thought practicable 
to work out such a plan for their total 
employes. 

There is said to be no particular com- 
plication about group life for local 
chambers’ employes. Under the pro- 
posals being discussed, local chambers 
could have a choice of participateing 
either in the group life or the pension 
plan, it is. reported. 
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Philadelphia Pension 
Conference Covers 
Wide Range 


Executives today realize that if a 
company is to spend thousands or mil- 
lions of dollars. on an employe benefit 
plan, it must make certain that the 
maximum employe good-will will be ob- 
tained in return, W. S. Fliess of the 
group and pension department of John- 
son & Higgins of New York, said in a 
talk at the Philadelphia pension confer- 
ence this week. 

__Mr. Fliess spoke on “Presentation and 
Upkeep of Employe Benefit Plans.” 

Mr. Fliess remarked that formerly 
the management did all the preparatory 
work for a pension plan and then turned 
the job over to subordinates for presen- 
tation. Today they hire consultants and 
outside advertising or public relations 
men to add a professional touch to the 
preparation of the best publicity material 
possible. Executives feel that if a plan 
is to produce the best results it must be 
presented to employes as carefully as its 
specifications have been worked out with 
the government and stockholders. 
Distribute Booklets 

Booklets 


are distributed, and Mr. 


LOSS RATIOS, EXPENSES, ACQUISITION 





Second Blanchard A. & H. 
Survey Is Published by SSA 


The second Blanchard report on ac- 
cident and health insurance has been 
published by the Social Security Ad- 
ministration. It consists of three bulle- 
tins, covering loss ratios based on losses 
incurred to premiums earned compared 
with losses paid to premiums written, 
an analysis of expense ratios on an 
expenses incurred to premiums written 
basis; and acquisition costs as a percent 
of premiums written and of total ex- 
penses incurred. The studies were 
made by Professor Ralph H. Blanchard 
of the business school of Columbia 
University. Mr. Blanchard’s first re- 
port was made in December of 1945. 
That report covered premiums and loss 
ratios on an incurred to earned basis. 

In his analysis of loss ratios, Mr. 
Blanchard makes a comparison of the 
incurred to earned and paid to written 
ratios. Earned premiums ffor a 
given period are those intended to cover 
the losses due to events occurring dur- 
ing that period; incurred losses are the 
entire losses arising out of those events. 
These figures taken together give a 








a given calendar period. Incurred- 
earned ratios, however, probably give 
considerably more accurate indications 
of the proportions of premiums devoted 
to the payment of losses than do paid- 
written ratios, the report says. 

Since the period for which written 
premiums or paid losses are taken is 
longer than one year (as for example, 
in the Blanchard report, which covers 
five years), paid losses and written pre- 
miums more nearly apply to the same 
policy terms than the same insured 
events, but there are still some loss pay- 
ments on account of preceding years, 
and some prepayments of premiums on 
account of succeeding years. 


Case of Rising Volume 


If the business proceeds with a fairly 
steady volume of premiums from year 
to year, the overlappings at the begin- 
ning and end of the year, or pertod of 
years, more or less balance each other, 
but if the premium volume is increasing 
as was markedly the case between 1938 
and 1942, the premiums for the period 
are exaggerated and the losses under- 


we 
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‘M ickey Mouse’ 
Still Bedevils 
Manila Insurers 


Insistence of the Philippine Oven 
ment that claims under policies Paid 
in now-worthless Japanese occupa 
currency, known as “Mickey Moy, 
money, be paid in U. S. dollars jg hay 
a paralyzing effect on Philippine op 
panies, Leonard M. Gardner, form, 
special adviser to the president of, 
Philippines, said at the Atlantic ¢; 
meeting of the insurance section of, 
American Bar Assn. 

Mr. Gardner said that instead of yy 
ing for protracted litigation to se 
the status of contracts involving oq 
pation currency, he and former Sy 
intendent Pink of the New York 
partment, prepared for the legislaty 
bill that would fix a sliding scale tg 
used in all debtor and creditor trap 
tions that took place during the} 
pation. Unfortunately the legislaturam) 
fused to pass it, even though F 
Belgrano, Jr., financial adviser 
American high commissioner, 
McNutt, recommended the measu 


Wanted Good Money tor Bad 


Instead, the legislature passed # 
which in effect held that the insur 
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Table IV—Acquisition-expense ratios, accident and health insurance: Incurred acquisition expenses to written premiums! and incurred ac 
sition expenses to total incurred expenses,” by class 


of business, 1938-1942—142 carriers? 
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Vitor Cohen 
ves Views on 
 & H. Regulation 


Chief of the N. Y. 
Department Policy Bureau 
Addresses Lawyers 


General insurance statutes should be 


tg sidered when studying regulation of 


accident and health 
“% coverage, Victor S. 
Cohen, chief of the 
policy bureau, New 
York insurance de- 
partment, said at 
the health and ac- 
cident round table 
during the meeting 
of the American 
Bar Assn. insur- 
ance section. 
Exemption of A. 
& H. from the all- 
industry rating 
bills, that business 
agrees is warrant- 
d but there is substantial difference 
f opinion with regard to whether 
here should be any rate regulation of 
+& H. and if so what the nature 
{ such regulation should be. 


The present New York law for the 
nost part requires filing but not ap- 
roval of A. & H. rates, Mr. Cohen 
id. The only exception is in the 
se of non profit hospital and med- 
al plans such as Blue Cross and 
Blue Shield, whose rates are re- 
uired to be approved on the bases 
{ being adequate, not excessive and 
on-discriminatory. Fixing of miuni- 
num premiums for group A. & H, is 
ermissive. Rate filings are subject 
» the state’s anti-discrimination laws. 
The law provides for licensing of 
ompanies and agents, prohibits dis- 
rmination or misrepresentations _by 
ents or companies, and _ requires 
sident agent countersignature. 

The only tangible commodity dealt in 
ly insurance companies is the policy 
ontract, he added. Regulation of A. & 
i. policy forms is therefore of the 
reatest consequence. The New York 
w sets up varying controls of forms, 
ut the strictest are those applying to 
rsonal A, H. coverage. As to 
oup and blanket A. & H. forms, the 
W contains certain standard provisions 
hich need not be followed literally if 
¢ companies wish to use wording 
hore favorable to insured. Statutory 
nguage must be used in individual 
. & H. policies. 

A. & H. policies may be disapproved 


Victor Cohen 


Wr their previous approval withdrawn 


here the superintendent determines 
at they are unfair, unjust, inequitable, 
pitrary to public policy, misleading or 


pntrary to law. The superintendent has 


wo 
= Premiums 


“reasonable time” after filing within 
hich to pass upon the forms. Judicial 
view is available. 

The law on policy filing and approval 
plies to policies “delivered or issued 
br delivery” in New York. This lan- 
age recognizes and anticipates the 
ifiiculties that may arise due to varying 
Pquirements among the states. It ac- 
bmmodates state supervision to the 
deral system by providing that any 
bn-domestic insurer may insert in its 
Dlicies delivered or issued for delivery 
New York any provision required by 
€ state of domicile, if such provision 
not substantially in conflict with New 
ork law. Further, any New York in- 
ter may insert in its policies issued 
br delivery outside New York any pro- 
Sion required by the law of the place 

elivery, 
Companies say it requires effort, time 


Gigantic Calculating Task Involved 





NSLI DIVIDENDS ARE IN THE OFFING 





WASHINGTON—After a year the 
veterans administration expects to begin 
payment of dividends on NSL policies. 
However, no date or estimated amount 
is available. 

Nearly all the 15 million who hold or 
have held 18 million NSL policies, or 
their beneficiaries in case they are dead, 
will receive dividends. 

There has been, and will be, delay in 
payment of dividends, due to the rush 
of other VA work with relation to in- 
surance during the war period. How- 
ever, such delay will not be detrimental 
to present or past policyholders, it is 
claimed, because dividends bear 3% in- 
terest. 

To arrive at the answers to the divi- 
dend problem, VA says, it will have to 
go through data on 18 million policies 
and, among other things, figure out 
which ones matured as a result of the 
extra hazards of military or naval serv- 
ice, such as death in or from battle. 
The government bears the cost of ben- 


efits in such cases, out of the general 
appropriation for NSL. Such cost does 
not come out of the NSL fund. On the 
other hand, the government gets the 
reserve value of policies matured as a 
result of military hazards. Beneficiaries 
of the holders of such policies would 
still be entitled to dividends. 

By manifold calculations, VA _ will 
arrive at the NSL surplus, which will 
be distributed over the 18 million poli- 
cies, with some exceptions which 
would only prove the rule, it is said. 
The policyholders will be bracketed ac- 
cording to age groups, amounts of NSL 
held, and length of time carried said 
to be the principal factors in deter- 
mining dividends. 

It is explained that when NSL pre- 
mium rates were originally fixed, it was 
desired to be on the “safe side.”’ Under 
the NSL program, however, it has de- 
veloped that the number of normal 
deaths has been less than it was orig- 
inally calculated they would be. 








and expense to obtain nationwide ap- 
proval of forms. Differences in law and 
in their interpretation by administrative 
officials present difficulties. Much of 
the trouble is due to inefficient or inex- 
perienced insurance department _per- 
sonnel, they say. 

It is obvious that a mere revision of 
the insurance laws of some states will 
be meaningless if provision is not also 
made for adequately trained and com- 
pensated personnel to administer 
strengthened statutes. The so-called 
standard provision laws on A. & H. ex- 
ist in only 23 states, though recognized 
and accepted in others. Some uniform- 
ity has resulted from work of the com- 


missioners’ guide for filing and ap- 
proval of A. & H. contracts, period- 
ically revised by a sub-committee of the 
commissioners’ A. & H. committee. If 
uniformity is desirable, however, it 
should be consistent with the require- 
ments of the most advanced state and 
not with the lowest standard permitted 
by any state. The advantage to be 
gained by the industry from the avail- 
ability of 48 separate laboratories for 
experimental purposes is evident. 

He criticized certain unlicensed com- 
panies selling A. & H. by mail, for high 
expense and low loss ratios and sug- 
gested the problem could and should be 
solved by firm action of the commis- 
sioners of those companies’ home states. 








veterans of World War II. 


men. 


thing done. 


keeping in action. 








Thrift and Vision 


Benjamin Franklin, if he were to peep down from 
some Elysian cloud today, might be surprised to see on 
earth some of his money being used to educate some G. I. 


When Franklin died he made one of those public- 
spirited gestures for which he was so popular. He left 
a thousand pounds, about $5,000, for loans to help young 
married artificers get started in business. 
partly was used to help establish the Franklin Technical 
Institute, which has graduated over 50,000 students, and 
during the war trained Navy, Coast Guard and Air Corps 


Boston City, finding industrial conditions changed, 
invested part of the original sum so wisely under the 
flexible will of Franklin that by 1895 it was worth some 
$480,000. By 1991, after 200 years of accumulation, the 
estimated value will be $4,000,000. 


Poor Richard’s shrewd thrift idea, working under 
conscientious trustees, has proven an inspiration for any- 
one who believes that thrift tied to vision can get some- 
Life insurance, also managed by forward- 
looking trustees, is getting things done every day by 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


The sum 














Living-Cost Rise 
Brings Actions 
on Salary Increases 


Travelers, Aetna Life, N. Y. 
Life, Equitable Society 
Among Those in List 


NEW YORK—tThe drastic increase 
in the cost of living, estimated at about 
20% since June, has brought the ques- 
tion of salary increases strongly to the 
fore. Two of the major life compa- 
nies, New York Life and Equitable So- 
ciety, put increases into effect Nov. 1. 
Travelers has just increased all salaries 
up to $5,000 by 10%. The Aetna Life 


group has done the same, plus a cash 
bonus of 5% of salary for all hands. 

Some other companies are getting 
ready to announce general increases and 
others are reviewing the entire situa- 
tion to determine whether some move 
should be taken. Cash cost-of-living 
bonuses, usually a  week’s _ salary, 
though sometimes two weeks or a 
month, are finding considerable favor 
because they take care of. accumulated 
bills which are plaguing many em- 
ployes. At the same time bonuses do 
not have as much pulling power in get- 
ting new employes for the numerous 
vacancies that exist, especially in the 
New York metropolitan area. 


Factors That Influence Decisions 


There are several powerful reasons 
why the salary question is so acute at 
this particular time. First, there are 
zooming prices which are an inevitable 
feature of the price decontrol program. 
These hit a peak in mid-October and 
are showing signs of leveling off but 
it may be some months before there is 
much of a decline in the eost of living. 

Another major factor is the definite 
shortage of clerical workers in the met- 
ropolitan area. There are not enough 
to go around and if an insurance com- 
pany fails to keep up with the proces- 
sion in respect to salaries it finds it can- 
not get and keep the employes it wants 
and needs. There is a certain amount 
of bidding going on for the limited sup- 
ply of employes, and while insurance 
companies along with others, are re- 
luctant to add to the inflationary spiral 
they are also reluctant to have their 
operations slowed down. 

A third factor that makes the situa- 
tion particularly acute just now is that 
employes who are already pinched by 
the rising cost of groceries and clothing 
are wondering how they are going to 
meet the cost of Christmas shopping. 
Christmas gifts come high and fore- 
handed shoppers are already making 
their purchases to be sure of getting 
theirs. 


Same Conn. Mutual 
Dividend Scale 


Connecticut Mutual has announced 
that no change in the dividend+scale for 
1947 is contemplated. There will be no 
change in the rates of interest allowed 
in connection with optional settlements 
and dividends left to accumulate which 
are 314% and 3% respectively. 


Wilson to Home Office 


George S. Wilson, formerly unit man- 
ager for Canada Life in Vancouver, has 
been transferred to the head office in 
Toronto as supervisor of the field train- 
ing and research department. 
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Regulation Is Chief Topic 
of Insurance Lawyers 


More Than 500 Attend 
Banquet at Atlantic City 


NEW OFFICERS ELECTED 

Chairman—J. Harry LaBrum, Phila- 
delphia. 

Vice-chairmen—Thomas Watters, Jr., 
New York City, and Henry W. Nich- 
ols, National Surety, New York. 

Secretary—John F. Handy, Massa- 
chusetts Mutual Life, Springfield. 

New members of council—C. 4 
Heyl, Peoria, Ill.; Robert E. Dineen, 
New York insurance superintendent, 
and Harry T. Poore, Knoxville, Tenn. 


ATLANTIC CITY—More than 300 
attended the two general sessions of 
the insurance section of the American 
Bar Assn. at the annual meeting here, 
and more than 500 were at the annual 
dinner. The 13-year-old organization 
has grown steadily in that time, to a 
total of more than 3,200, and this was 
an appropriately ambitious program. 

The round tables, which are the real 


feature of the section’s meeting, were 
again staged so as to make it impossible 
for those attending to listen in on more 
than three or four. Six are presented 
simultaneously in the morning and six 
in the afternoon of one day. Appar- 
ently the bar association has a rule 
which makes this necessary. 


Justice Department Attitude 


On the basis of comments and an- 
swers to questions by representatives of 
the Department of Justice, Wendell 
Berge and Manuel Gorman, those who 
were at the round table on insurance 
regulation concluded that the depart- 
ment, at least as presently constituted, 
would allow a reasonable time after 
Jan. 1, 1948, for the pattern of regula- 
tion to develop before deciding that it 
is or is not the kind of affirmative 
regulation that will satisfy the require- 
ments of public law 15. ‘Reasonable’ 
might mean a year or two, depending 
on whether most states are then trying 
to regulate in a positive way. 

This point even though conditional, 
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gracefully fulfilled. 


CiFeE 


LOUISVILLE -« 


COMMONWEALTH 


Commentary 


AN ACKNOWLEDGMENT 


To Wendell Hanselman, retiring president and board 
chairman of the Life Insurance Agency Management 
Association, we say: well done. 


The year during which he filled this office has been a 
fruitful one for the organization because of the generous 
manner in which he gave of his time and capabilities. 


Heavy as are the demands of his normal duties as Union 
Central’s vice president and superintendent of agencies, 
Hanselman withheld none of his energies in ad- 
ministering the activities of the LIAMA, presiding at 
five board meetings, and making numerous trips to 
Hartford in the service of the Association. 


As a member company, and thus a beneficiary of his 
efforts, we take this means of acknowledging our debt 
to Mr. Hanselman for a task vigorously undertaken and 


Insurance in Force, September 30, 1946—$298,658,521 
Insurance in Force, October 11, 1946 —$300,000,000 


—6COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 





























was regarded by those at the meeting, 
particularly insurance company and or- 
ganization attorneys, as significant and 
reassuring. 

Another point was that Berge and 
Gorman agree with those in the indus- 
try who point out that public law 15 
is ambiguous as to the Robinson-Pat- 
man act, stating in one section that the 
moratorium applies as to it until Jan. 
1, 1948, but not referring to it in the 
section that provides that after that 
date, if states set up affirmative regula- 
tion, it shall not apply to the insurance 
business. This apparently means that 
the Robinson-Patman act will apply to 
the insurance business after Jan. 1, 
1948. 


Insurance Is “Commodity” 


Commissioner Garrison of California 
called attention to a case in that state 
in which the judge held that insurance 
is a commodity. The Robinson-Patman 
act deals with commodities. 

In response to a question, Mr. Gor- 
man said that it is true, a number of 
baby federal trade commission acts are 
talked of for states. Such laws would 
have a useful purpose in preventing cer- 
tain insurance practices at state level. 

The talk by Mr. Berge at the annual 
dinner was somewhat more formal but 
a good deal less detailed than what 
came out of the informal discussion at 
the round table. 

Senator Hawkes of New Jersey was 
the second dinner speaker. V. J. Skutt, 
Mutual Benefit Health & Accident and 
United Benefit Life, Omaha, chairman 
of the section, was toastmaster. Mr. 
Skutt presided at the general sessions 
and did the job in°a witty and capable 
manner. He was elected delegate to the 
house of delegates of the bar associa- 
tion. 


Governor Warren Takes Bow 


At the closing general session Gover- 
nor Warren of California was intro- 
duced. Commissioner Garrison of Cali- 
fornia and Franklyn Marryott of Lib- 
erty Mutual discussed insurance super- 
vision and regulation, and E. C. Stone 
of Employers Liability gave his ideas of 
what should be the relations between 
the insurance company and the practic- 


ing attorney. W. Percy McDonald, 
Memphis, reported for the aviation 
committee. 


An amendment to rule 30B of the fed- 
eral rules of procedure, that would give 
plaintiff's lawyer the right to compel 
defendants to disclose information, was 
unanimously opposed by the sections. 
A committee was appointed, headed by 
James Ryan of New York, to appear 
in opposition to it. 

J. Harry LaBrum, new chairman of 
the section, is a member of the Phila- 
delphia law firm of Conlen, LaBrum 
& Beechwood. He was first vice-chair- 
man when he entered service, where he 
served as colonel in the signal corps 
in the Mediterranean theater. He was 
relected first vice-chairman on his re- 
turn. 

Ralph W. Malone of Dallas was un- 
able to get to Atlantic City, and his 
paper on the right to life insurance 
policy proceeds in community property 
state where wife beneficiary predeceases 
insured husband was briefed by Ralph 
Kastner of the American Life Conven- 
tion. 

Albert Hirst of New York treated 
“Application of Creditors’ Exemption 
Statute Where Beneficiaries Predecease 
Insured,” and J. M. Peebles, Life & 
Casualty, discussed “Problems Involv- 
ing Rights of Minors or Infants Under 
Life Insurance Contracts.” Harry T. 
Poore of Knoxville presided. 





Industrial Insurers Meet 
May 8-10, at Va. Beach 


The 1947 convention of the Industrial 
Insurers Conference will be held May 
8-10 at the Cavalier hotel, Virginia 
Beach, Va. Transportation details, res- 
ervation instructions, and the program 


Williamson to 
Leave U. S. Service. 
Heads Wyatt Co, 


WASHINGTON — Announcemep ; 
expected that W. R. Williamson, «i; 
actuarial consultant of the social gen» 
ity administration, will be resigning fy, 
that affice, effective Jan 1, to beg 
head of the Wyatt Co. successor to B J 
Wyatt Co. Inc. actuarial consultants , 
pension trust specialists succeeding 4 
late B. E. Wyatt who died some weg 
ago. He was with Travelers for m 
years before joining the social secys 
board. 

Mr. Williamson has served in q q 
sulting capacity for the Wyatt firm 
addition to doing other private congy 
ing actuarial work during his goye 
ment service. 

He and Prof. Carver of Michigan h; 
been invited to Guatemala to spend 
weeks next January for consultation 
disinterested observers on social sey 
plans for Guatemala on which two mp 
from the neighboring Central Ameri. 
country Costa Rica have been mak 
studies.. 








Agent Qualification Bill 
Being Pushed in Iowa 


DES MOINES—The Iowa Q 
Million Dollar Club adopted a res) 
tion favoring an agents’ qualificati 
law at an all-day meeting in } 
Moines. 

Chairman Henry M. Meese, Tray 
ers, Davenport, announced that ¢ 
club’s annual meeting will be held 
Des Moines May 19. He stated that( 
club has reached an all-time high wi 
106 members. More than 60 membe 
attended the meeting. 

Principal speakers were Paul F, kf 
lett, Chicago attorney, who spoke, 
taxes, and Einer P. Juel of Com 
Bluffs, secretary of the Council Bhi 
Mutual Building & Loan, who talked. 
“Life Insurance from the Banke 
Viewpoint.” 

Four million dollar producers « 
ducted a round table discussion whi 
included the four subjects, retireme 
social security, family income and pa 
nership insurance. Those taking 
were Robert Bickel, Cedar Rapids, \ 
tional Life of Vt.; Lowell P. Schwing 
Waterloo, Northwestern Mutual; 
liam Steeley, Waterloo, Mutual Li 
and Mr. Meese. 

The model qualification bill was p 
sented by the national officers to} 
Iowa Assn. of Life Underwriters ati 
recent national-state meeting in } 
Moines, with no definite decision 4 
nounced. The state officers have bt 
polling various groups for opinions 
whether to sponsor such a bill. 

The Iowa department is planning 
sponsor several insurance bills at! 
next session but an agent’s qualificati 
bill is not among them, since the‘ 
partment’s attitude is that such propos 
should come from the insurance indus 
and not the department. 





Appeal New York Case 


NEW YORK—The case of Conmtt 
cut Mutual and other life insurance 
panies against Moore, comptroller 
New York state, is being appealed 
the appellate division. This is a ™ 
to have the New York abandoned? 
erty law held unconstitutional ast 
fects life insurance _ policies. 
Gavagan in the lower court held! 
the law was unconstitutional as to? 
cies issued elsewhere but not as t0? 
cies issued in New York. 








are to be announced later. 

The ladies are being particularly 
vited this year with a special pro 
arrangement for them. Virginia © 
offers golfing, fishing and_ histo 
tours, 
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Pension Plans 
Being Revised 





Some Shifting to Less 
Expensive Basis; 


‘Ment § 
i] Real Problem for Agent 
ng fro; 
beco NEW YORK—Agents active in the 
to B, pension trust and profit sharing field 
ants alll have been somewhat apprehensive at the 
ding possibilities of a high lapse ratio 
¢ Well among such programs, or a desire to re- 
or maw duce costs and benefits. As costs of 
Secun™ doing business go up, some employers 
face a dilemma. Should they abandon 
n acu the trusts there is a possibility of retro- 
firm active tax penalty. The employer must 
consi show the Treasury Department that 
Qovedl termination or partial termination is a 
matter of “business necessity.” Other- 
gan hall wise the employer may become subject 
end tl to back taxes plus penalties on deduc- 
tation Mf tions taken for employe trust payments, 
‘securm unless it still qualifies under P.S. 57. 
two mi The disposition is to seek a way to 
Ameria shift pension plans from high fixed re- 
maki tirement income foundations to ordinary 


life of less expensive types of funding, 
and to shift: profit sharing plans into 
flexible pension plans. 

So far the actual number of pension 
and profit sharing plans that have lapsed 
has been small, according to Meyer M. 
Goldstein, Pension Planning Co. here, 


lee due no doubt in the main to a continua- 
ificatme tO” of the high volume of business ac- 
in Db tivity. 
Submitted Plans Flexible 
By However, there have been many in- 
held quiries regarding the effect, tax wise and 
that otherwise, of total or partial termina- 
igh wi tion. P. S. 57 issued by the Bureau of 
meah Internal Revenue indicates the bureau’s 
attitude especially where peak contribu- 
BY 4 tions have been made in high tax years. 
poke ¢ i Fortunately,” Mr. Goldstein said, 
Cound every plan that has been submitted to 
i Bae °S has been possible of amendment so 
talked am 25, tO reduce the employer’s fixed cost 
Banke without prejudice to his retroactive tax 
position, and permitting continuation of 
ers co. 2 More permanent plan for employes. 
wae There is considerable concern over 
iri the permanence of many plans, particu- 
and pa larly those born during the wartime, 
ing § artificial period of excess profits _and 
vids, wage stabilization, and where either 
head fixed commitments have been under- 
al; Vi taken under a pension plan or a fixed 
sal Lf formula of profits in a profit sharing 
plan. ,Employers and employes both 
was mm WOuld be better off if such plans were 
mer placed on a more permanent basis now, 
ead particularly with the prospect of good 
in Da Years ahead from this point on in which 
‘sion am (© digest the amended plan.” 
pe Mr. Goldstein said that he is strongly 
cia advising agents to discuss these matters 
with employers immediately because the 
sing transition will be the least painful the 
s at me SOOMer it is done. His company is 
slifcaimm PCMding about half its time on such 
ea work at present. 


In every case of amendment to date, 
the agent’s position has been made more 
secure along with the employer’s, and 
all the changes have been made with 
the same insurance company. 


Meredith Reviews Changes 
in Mortgage Loan Field 


L. Douglas Meredith, vice-president 
of National Life of Vermont, in a talk 
at a meeting of the general sales con- 
ar of the Southeastern Electrical 
xchange at Atlanta, described recent 
changes in mortgage lending. 

Mr. Meredith said that the mortgage 
business has shifted from a seller’s mar- 
xet to a buyer’s market in which lend- 
ing institutions have found themselves 
im active competition. This has led to 
reduction in interest rates, payment of 
commissions and other price practices. 

Recent developments in mortgage 
itnding consist of privileges or options 
< to lenders and their possession 
makes it easier for borrowers to carry 


propos 
» indus 












their load and fortifies the ability of 
lenders to weather periods of adversity 
or sudden changes of plans, Mr. Mede- 
dith declared. 

He mentioned some of the more re- 
cent changes in mortgage lending 
schemes, including the “packed mort- 
gage” of National Life. 


Plan West Coast Boost 


A special meeting of the stockholders 
of West Coast Life has been called 
for Nov. 12 to consider a proposal to 
increase the capital of and the number 
of shares into which it is divided and 
to consider a stock dividend. 


Decade Is Believed 
Needed to Appraise 
Diabetic Mortality 


How the experiments in underwriting 
diabetes cases which a number of com- 
panies are beginning to make will turn 
out will not be determined until figures 
for about the next 10 years are exam- 
ined, medical directors say. 

It is 21 years since the discovery of 
insulin, but not too much is known 
about the mortality of diabetics, since it 
was only three years ago that Manu- 


facturer’s Life of Toronto pioneered in 
underwriting people with the disease by 
accepting 80 controlled diabetics. Con- 
trolled diabetics are those under a physi- 
cian’s care who have shown satisfactory 
habits in the use of insulin and in diet. 

A number of companies are now 
writing policies on diabetics, and with 
other companies following suit, expe- 
rience tables should gradually be built 
up on these risks. 


Shenandoah to Build 


Shenandoah Life plans to erect a new 
home office building by the summer of 
1949, President Paul C. Buford, an- 
nounces. 








Congratulations to The Institute! 
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: bn if being built around the importance of 


Planned''—is one of the finest 
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than ordinary writing does on a black- 





= 8 4 visible black on white even in a well- 
_ Training Gadget Makes Chalk Dust Passe’ iiitci ‘isSSscom’and shows. up. larger 


NEW YORK-—A training gadget 


board. The speaker may use a pencil to 


lophane is spread and enters a device point out items on the cellophane, an 


= 


Sees $25,000 Air 
Cover for 30 Days 


; 4 


Jovem: 


ith 





which angles the image on to the 
screen greatly enlarged. Phelps Olds, 
executive manager of the association, 
who likes to invent gadgets himself, 
realized the possibilities of the projec- 
tor upon first seeing it and introduced 
it to the association. 

No erasure is necessary, he pointed 
out. Just unwind the roll of cellophane 
to a fresh place. The image is a clearly 


which takes the place of blackboards 
and chalk dust by throwing on a screen 
figures or lines written on a sheet of 
| cellophane is being used in the training 
course given by the New York City Life 
Underwriters Assn. to prepare prospec- 
tive agents to pass the New York state 
agents qualification examination. 
It is done by mirrors. A light is pro- 
jected through a lens on which the cel- 
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PERATION 
PPORTUNITY 


W E feel with sincerity and conviction that each new 
member of our Field Staff is presented with the proverbial 
silver platter laden with a two-fold opportunity. Our new 
Underwriter’s opportunity also presents a test and a 
challenge. 


To be sure, the first opportunity is offered by any 
reputable insurance company. Financial independence 
and a respected position in community life are the rewards 
for successful underwriting. As a part of the impetus for 
such success, we undergo a test. For our policies must 
render an adequate service for the individual policyholder 
—our sales helps must furnish that vital push that so 
often serves as the “clincher”. 


The second opportunity is admittedly intangible, but 
of equal importance. The Ohio National Underwriter has 
the opportunity to see how the Home Office operates as a 
team for his benefit. He will learn that every executive, 
every mail boy is eager to contribute to his success. From 
legal advice to reprinting a form the task is cheerfully, 
efficiently accomplished. Here, then, lies the challenge — 
we must earnestly strive to afford our Underwriter$ with 
every selling tool at our command. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO T. W. APPLEBY, PRESIDENT 








THE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 











PEACE TIME OPPORTUNITIES 


An Agency conscious company, with a rate book full of com- 
plete coverage including non-medical juvenile contracts from 
birth, provides a most satisfactory working agreement for avail- 
able field men. Once a Scranton man always one—Ask any 
Scranton Life Field Man Why. 

GENERAL AGENCY TERRITORY AVAILABLE IN 
PENNSYLVANIA AND MARYLAND. 


SCRANTON LIFE INSURANCE CO. 


SCRANTON, PA. 
R. MERRIMAN, President 














that also is reflected on the screen. He 


may thus continue to face the audience 


at all times. 


Of the men taking the course, 95% 
pass the state examination, a figure well 


The 


teachers are volunteer members of the 


above the average for the state. 


association and have been instructed 
in teaching methods by a member of 
the faculty of Columbia University 


Teachers College. The course consists 
of 11 sessions, the last one a review 
taking place the day before the exami- 
nation. The text is “Life Agents Quali- 
fication Handbook” by C. C. Robinson, 
published by Rough Notes. 

Following a period on introductory 
material, there are two lectures on the 
uses of life insurance, one on reserves, 
followed by plans of life insurance, par- 
ticipating and non-contributory arrange- 
ments, non-forfeiture values, settlement 
options, and two sections on insurance 
law. 

Men taking the course are sent by 
New York City agencies and become 
members of the association if they pass 
the qualification examination. Faculty 
members, after serving as teachers for 
four times, are given a diploma for in- 
structors. 





Breining Lauds Agents 


Life insurance agents were highly 
commended by Harold W. Beining, as- 
sistant administrator of veterans admin- 
istration, for the part they have played 
in explaining to veterans the advan- 
tages of retaining their NSLI. He 
spoke at New York at a meeting of 
agents of Mutual Life who were for- 
merly in the uniform, and who are now 
being retrained. Mr. Breining also ex- 
pressed his appreciation for the work 
done to conserve GI insurance by the 
joint committee representing the entire 
life insurance business. 


Cites Labor Influence 

HARTFORD—lIt is wise to antici- 
pate a growing trend toward labor de- 
mands for employe benefit security, 
Meyer M. Goldstein, director of Pension 
Planning Co. of New York, said at the 
Hartford chapter meeting of the Society 
for the Advancement of Management 
Thursday. He emphasized the beneficial 
effect of employe benefit plans on labor 
relations. A pension plan should be 
permanent, he said. 





at 25c by Jan. 1 


Aviation trip accident policies wit, 


asu 








indemnity increased five fold for th ™ 4" & 
present premium of 25 cents and wig gmake wh 
coverage extended to 30 days is likely next yea! 
to be offered by the first of the yea, geesentatt 
according to Stuart G. Tipton, generaj gence me 
counsel of Air Transport Assn, gf easurance 
America, who addressed the American pill be I 
Bar Assn. insurance section at Atlant Me V5!" 
City. For 25 cents, he pointed out, 5. glanase™ 
000 coverage today can be_ purchased Mm !%¢ 4¥° 
at airline ticket windows. Until very puch me 
recently the period of the coverage was 4" We 
limited to 24 hours but now the coverage ured an 
extends to the completion of a one-way gc! and 
or open-jaw trip, provided that the time me P'S 
is not longer than seven days. America, 

Air Transport Assn., he said, ha Mr. e 
been negotiating for an increased ¢oy. assed t 
erage that would extend the protectigg his year 
to cover circle and round trips, and the Me™ 
coverage would be extended to the com. Me abe 
pletion of those trips, provided they are i mn it 
completed within 30 days or insofar a Meo"® : 
international trips are concerned, 12 pe Bove 
months. It is expected that the amount ml ad 
of insurance would be increased to $2}, pow 
000 per passenger. iy am sh 
Chicago Program Completed rt el 

In addition to Paul G. Hoffman, Muring t! 
president of the Studebaker Corp., who Meturning 
will talk on “Insurance for Capitalism’ # Mr. Sc 
speakers in the economic conference in Marge hor 
Chicago Nov. 19 sponsored by the Chi- Miyere des 


cago C.L.U. chapter will be: Roswell 
Magill, New York City tax attorney, 
“A Design for a Federal Tax Struc. 
ture,’ and Roger W. Valentine, econ. 
omist of Halsey, Stuart & Co. in New 
York, “The Federal Debt and _ the 
Money Market.” 


Bergman Assists Pickford 
Elmer Bergman has been appointe 
assistant to R. H. Pickford, gener 
agent of Northwestern Mutual Life a 
Cedar Rapids, Ia. ES 
Mr. Bergman has been in life insur 
ance since graduation from the Unk 
versity of Iowa in 1925 and since 19) qm" 
has been with the Cedar Rapids agent, i 


Grubb Richmond G. A.  ~ 

Pilot Life has appointed B. H. Grubb 
general agent for Richmond, Va., ant 
surrounding territory. He is an expen 
enced life man. i 
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Los Angeles Leaders Honor Clarke 


M. F, ¢ 






Assn. as a 
0 Alliance 





A reception attended by over 400 life insurance and banking executives was held # 


the Biltmore hotel in Los Angeles to honor 


Life of California, right, upon his election as president of American Life Convention. 
The three other Occidental men pictured with Mr. Clarke are, left to right, How 
Brace, vice-president and secretary; Horace W. Brower, executive vice-president, 


Raymond H. Belknap, director of agencies. 
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rLLS OF BRITISH INSURANCE PICTURE 









qsualty Company Turning to Life 


ith Compensation Cover Socialized, 





Swit 
Or the 
with 
+ likely Pe 
C year, 
general 
Sn, of #: 
F will be lost. ! ; 
Mita HP Visiting the Life Insurance Agency 
antic {anagement Assn., Mr. Scanlon says, 
vt $5,. The average American carries twice as 
t ased much insurance as the average English- 
eae an. We back home are greatly unin- 


ured and I feel that we have a lot to 
~arn and might well take a lesson from 
he progressive methods employed in 
America,’ he commented. 

Mr. Scanlon explained that parliament 
assed the industrial injuries act early 
his year as a part of the social security 


Verage 
ne-way 
é time 


1, has 


d coy. 


tection rogram that is set up in England. This 
nd the ct provides for government. control 
° COM: Br workmen’s compensation and_ al- 
ey are 


ough it has already been made a law 
he government is not yet in a position 
lo handle the enormous operations in- 


far as 
d; 2B 


Mount Bi olved. 

> $25, B American companies have no monop- 
bly on shortage of female help, he says, 
or the British situation is analogous, 
ith most of the wives who worked 

fiman, Muring the war quitting to join their 

, who Meturning husbands. 


lism? Mr. Scanlon said that many of the 











nce in Marge home office buildings in London 
e Chi- Mere destroyed by bombs. His own 
oswell 

orney, . . 

sie Sarimes to Alliance 
econ: 

Xo fos Farm Loan V.-P. 







M. F. Grimes, who joined Alliance 
Wife in 1936, was appointed a director 
and 18 months ago 
left the company, 
has returned as 
vice - president in 
charge of farm 
loans. He will be 
located in Chicago, 
and will have juris- 
diction over farm 
loan business for 
Alliance in every 
state to which it 
has been admitted. 
Early in 1945 Mr. 
Grimes left Alli- 
ance Life to join 
Angus. Breeders 
Assn. as assistant secretary. He returned 
0 Alliance Life on November 1. 
A native of Uniontown, Pa., and a 
praduate of Penn State University, Mr. 
rimes is a veteran of some 20 years in 
he insurance business. 


. T. Allen, Sr., Takes in 
wo Partners in Agency 


J. T. Allen, Jr., and Tom M. Wilson 
have become associated with J. T. Al- 
en, Sr, for more than 35 years general 
gent for Kansas City Life, in the man- 
gement of the Allen agency for Colo- 
ado, Wyoming and Montana. 

Both have been in life insurance a 
omparatively short time but have made 
utstanding records in the field and in 
gency management. John Allen, Jr., 
ecame associated with the agency last 
anuary. He has written a volume of 
ersonal business which has kept him 
m schedule for membership in the 
resident's Club and also has been ac- 
ve in the management of the agency. 
Mr, Wilson, a son-in-law of J. T. Al- 
n, Sr., has qualified for the 1947 Presi- 
ent's Club and has also been active in 
‘cruiting and management. 













M. F. Grimes 


















Robert E.. Henley, president of Life 

ginia, is making a brief inspection 
bur of the company field offices in the 
outh. He 1s accompanied by Mrs. Hen- 
Fy and their daughter, Mrs. Frances 
Henley Banta. 








An example of the readjustment which a number of British companies must 
;ake when the British government takes over workmen’s compensation insurance 
t year is the case of National Employers Mutual Insurance Assn., whose rep- 
sentative, Philip F. Scanlon, is currently in this country investigating life insur- 
nce methods, because the company is forced to consider establishment of a life 
insurance branch to replace the great volume of workmen’s compensation that 








company 


was completely gutted, but 
since early in the war they had moved 


operations into the suburbs, no _ per- 
sonnel losses were suffered. He said 
they now have purchased a new office 
building in the heart of London and 
practically all of their veterans are back 
from the service . 

Mr. Scanlon has spent most of his 
time at Prudential. He expects to spend 
a week in Canada where he will ‘call 
upon Sun Life, after which he will re- 
turn again to the States for another 
month of investigation. 

Also visiting L.I.A.M.A. headquarters 
was H. D. Day, managing director of 
Crusader Co. of England He, too, is 
studying American life insurance meth- 
ods, particularly techniques of training. 


To Talk to Realtors 


At the annual meeting of the Society 
of Industrial Realtors at Atlantic City 
Nov. 11-14, John G. Jewett, vice-presi- 
dent of Prudential, will discuss the com- 
pany’s “Industrial Financing Program.” 





Martinson to Great Northern 


Alvin L. Martinson, who has been 
with Provident Mutual in Minneapolis, 
has been appointed agency manager at 
Eau Claire, Wis., by Great Northern 
Life. This year he was chairman of the 
publicity committee of the Minneapolis 
Assn. of Life Underwriters. 





“Fit the Need” protection 


ITS PROGRESS LEAVES A TRAIL OF SATISFIED CLIENTS AND 


OF 


FINANCIALLY SUCCESSFUL PRODUCERS 
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Increase Your Volume — Your Commissions 


by offering the 


“American Way” Hospital Expense Policy 


A Modern—A Complete Service 


Sickness 


Hospital Expense Benefits for Any One Accident or 





HP—C 








$ 10.00—A Day for 35 Days 
5.00—A Day for 145 Days Additional 
30.00—For Operating Room and Anesthesia 
30.00-—For Oxygen Tent 
20.00—For X-Rays in Hospital 
20.00—For Wheel Chair or Crutches 
10.00—For Laboratory Tests 
10.00—For Ambulance Service 
10.00—For Telephone or Radio Expense 
200.00—Emergency Identification Expense 





MEDICAL COVERAGE 
SURGICAL COVERAGE 








Which May Include 
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NURSE SERVICE 
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UFETIME BENEFITS 
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IN OR OUT OF HOSPITAL 
IN OR OUT OF HOSPITAL 
IN OR OUT OF HOSPITAL 
IN OR OUT OF HOSPITAL 
IN OR OUT OF HOSPITAL 
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6. Maternity covered after 9 
months, 12 days hospital con- 8. 
finement plus delivery room 


Only 5 months waiting 
period for hernia, tonsilec- 
tomy, appendectomy. 


THE sTURDY AP WHEEL 











10 
REASONS 
WHY 


“American Way” 
HOSPITAL EXPENSE 
is 
reaching state-wide prominence. 


Covers anywhere in 3. No termination age. 


2. Medical, surgical, ma- 4. No increase in pre- 
ternity, doctor’s child de- ium or no decrease n 


; iat 
bs A po “en OUT benefits when insured at- 


of hospital. tains higher age. 
5. Client can “tailor make’ 8. Accept men to age 70, 
a policy to fit his own women to 65. 
need. 


Full benefits for children 
at reduced rates. 


10. No limit as to number 
of hospital confinements. 
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PROGRESSIVE HEALTH INSURANCE CO. OF N.Y. 


AMERICAN PROGRESSIVE HEALTH INS. CO. OF N. Y. 
92 Liberty Street, New York, N. Y. 


Please send me data on your “Fit the Need” Protection. 
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Estate Shrinks as 
Court Rules 1/5 of 


Estate Due in Taxes 


Mrs. Baud Barker Seifert, who must 
disgorge $100,245 in back taxes, doubt- 
less wishes that her deceased husband 
had used life insurance to reduce es- 
tate shrinkage. A judgment for that 
amount has been filed for inheritance 
and unpaid income taxes against the 
estate of C. August Seifert, wealthy 
Danbury, Conn., oil and lumber man. 

Mrs. Seifert originally claimed that 
the estate was worth less than $1,000, 
but revenue men raised the figure to 
$589,619. The U. S. circuit court of ap- 
peals, in upholding the claims of the 
commissioner of internal revenue, ruled 
that Mr. Seifert had tried to unload his 
fortune by gifts to his family. 





Boland Returns to Country Life 


Dr. John E. Boland has returned as 
medical director of Country Life. He 
has been for four years on leave of 
absence with the army. He succeeds 
Dr. D. W. Propst, who has been acting 
medical director. 


' Two Chicago Managers Tell 


Views at Peoria Confab 


Two outstanding Chicago 


meeting and sales congress. 


experienced manager who has not been 


long in charge at Chicago and had to 
build from scratch until he took over the 


old Vermillion agency, and Earl M. 
Schwemm, Great-West Life, who has 
done an outstandingly successful job, 
with annual production over $22 million. 

Mr. Persons said since he started his 
agency from scratch every new agent 
he put on put his agency at the top of 
the company’s sheet in point of new or- 
ganization. Then when he took over 
the Vermillion agency he encountered 
a situation where there was good pro- 
duction but not much new organization. 

One of his first problems was how to 
meet people. He knew no one in Chi- 
cago. So he wrote personal letters to 
all Mutual Life managers, asking them 
for introductions to Chicagoans they 

















“Can you give me the names of some neighbors who 
would be interested in life insurance?” 


Bankerslifemen Have Been Trained 
to Make Good Use of Their Time 


You won't find Bankerslifemen caught in the laughable situa- 
tion of the man in the illustration above. They are taught 
. prospecting methods which will keep them on a much more 
productive track. From the time they join the company they 
are shown how to make good use of their time in prospecting 


and selling. 


Training of a Bankerslifeman starts in his own agency where 
he has successful selling methods demonstrated to him in the 
field. At the same time he is being taught all phases of the 
insurance business by introducing him into a three-year course 
of formal instruction. This is conducted under highly trained 
and successful home office administrators . . . and applied in 


the field. 


The training and experience which are reflected in good 
management of time help make Bankerslifemen the sort of 
insurance underwriters you like to meet as friends, fellow. 


workers or competitors. 


Bankers /2/e ComMPANY 


DES 


MOINES 


agency 
managers contributed the program at 
theegeneral agents and managers confer- 
ence held at Peoria during the state 
They were 
Henry W. Persons of Mutual Life, an 


knew, with notation whether they were 
centers of influence, potential agents or 
insurance prospects. There were 76 re- 
sponses from the managers and many 
a Chicagoans who were referred to 

im. 

Next, Mr. Persons essayed to develop 
a pattern in his agency. It was found 
desirable to secure new agents at a 
definite time in relation to the agency’s 
development. Next was studied the 
kind of man who was wanted. Mr. Per- 
sons now uses the aptitude tests and 
credit reports. He considers age impor- 
tant; does not want men too young to 














































H. W. Persons E. M. Schwemm 
lack experience. The man must have 
contacts—people whom he knows, and 
the agency is interested in how well 
he knows them. 

Then, is he married? Does he have 
a sense of family responsibility? Mr. 
Persons wants to know something 
about the man’s background, his school- 
ing and experience. Also, has he a 
good eye? Can he look a man in the 
face? Has he confidence in what he 
seeks to do? 

The man selected must be able to 
make up a list of 100 acquaintances, and 
recently the agency has been asking its 
agency prospect to designate 25 names 
on which calls are made and these ques- 
tions asked: (1) “What do you think 
about my entering the life insurance 
business?” (2) “Do you own life insu r- 
ance.” (3) “If I did become a life in- 
surance agent, would you talk to me 
about insurance?” 

The situation has passed, Mr. Persons 
said, in which agencies were destitute of 
men, needed them so badly, that almost 
any men who were encountered were 
contracted. The time is here to cancel 
the contract when the agent is lazy, 
wastes time, fails to make enough calls; 
fails to report on what he has done. 


Some Need Maturing 


He warned that there are many very 
good looking boys who are not quite 
ready to be given a life insurance selling 
job. They perhaps have not married 
and settled down, they still are suffer- 
ing battle fatigue, or have not recon- 
verted to civilian life. They need a lit- 
tle maturing, a little steadying, before 
they start to sell life insurance. The 
Persons agency has encountered quite 
a number of such young men and while 
not hiring them now, is keeping in close 
touch with them with the prospect of 
contracting them in future. 

Mr. Persons has a definite recruiting 
schedule, related to the development 
plans for the agency. Selection contem- 
plates congeniality, as well. The new 
man must fit well into the agency; he 
must get along with the agents who 
have preceded him. 

In a discussion period, Manager Per- 
sons told the agency’s financing plan 
and organized selling methods. There 
is a system of service fees on old busi- 
ness of the office which helps to main- 
tain the new man and give him incentive. 
Supervision is very close, he said. The 
agency does everything that it can to 
help the new agent get a case closed in 
his first week. 

Mr. Schwemm pointed out that life 
insurance represents a new market and 











(CONTINUED ON PAGE 24) 








Hot Sales Idea Is , 
Deferred Annuity 
for Key Men 


NEW YORK—The liveliest topic 
the moment among agents who fe; al 
taxation as a basis of insurance gi 
is the possible use of deferred com 
sation for key men of business and } 
dustrial firms, according to Meyer E 
Goldstein of the Pension Plannin 

In general, an employe enters iniy dl PEOR 
employment agreement with his ¢ rett M. 
under which he agrees to work for gif Equi 
years, ten years, or some other speci A.L.U. 
time. If he  severs his employm ongress 
before the end of the agreed time Mirday wi 
gets nothing except perhaps some deitts of 
benefit if he dies before that. After omparec 
end of the employment period, he Mave com 
start receiving a stated income, usyilllarianisma 
for life. “If I w 

If at the end of the employment perigihelieve I 
the executive or key man has a fmbut in thi 
vested right to the annuity then thergmhe-world 
tax danger to him, and he should empidmembers 
tax counsel who would frequently Merve con 
deavor to obtain a tax ruling from @™ “I four 
commissioner of internal revenue a:M@lse in t 
(CONTINUED ON PAGE %) fife is no 
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ant. 
WHAT CAN WE 


LEARN FOR AGENT TRAIN & 
ING FROM THE WAR-TIME #2" Now 


DEVELOPMENTS IN TRAIN & The cor 
ING TECHNIQUES?” York City 
THAT’S A QUESTION LIFE How prep: 
INSURANCE has been asking @Mlirector a 
itself ever since reports began @Macilities t 
to come out of the near-miracles Hobbs pre 
in training the Services were mal” as be 
achieving. ven its fi 
HAD YOU BEEN AT R AN) & The job 
R’S CLIFTY FALLS WORK gBnally upo 
SHOP LAST WEEK, YOU ##evoting r 
WOULD HAVE SEEN THE Bticago as 
ANSWER TO THE QUES gfct an a 
TION. our a day 
THIRTY-FIVE MEN, dram ped how 
from such wide points as New yl a 4 
York and Oklahoma, New Or bile j oud 


leans and Winnipeg, spent 
hours a day for six days, and @Mass Insu 
two hours a night for fot yy. py) 


nights, in a unique, intensive 










Mass insur 
laboratory school that made the ? 
ex-Gl’s think maybe they'd only ees 
dreamed about that separatill Betationshiy 
center ! be permitte 
UNDER DIRECTION OF 2 BF accociat 


AND R’s Bob Ryker, as 
during the week by 
Palmer, Ray Hildegag, and Bob 
Osler, the school offered th 
agents attending perfection @ 
a specific presentation and 


anizations 












home office training men -& Rw 
general agents there, a chanet Nce so lon 
to master a training te ture to 1 
that is definitely “postwar. fe gohan 
ou do not 
OSLER 

batting for fem or yc 
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rs i ORIA, 

his ign Dirksen and Philip B. Hobbs 
k for jaf Equitable Society in Chicago, 
* specii@mr A.L.U. president, pointed up the sales 
Ploymeongress of the Peoria association Sat- 
time irday with their comments on the bene- 
me defmts of the free American way as 
After dompared to life in other countries that 
1, he yahave come under the shadow of totali- 
@, Usuifmarianism. 

“If | were a life insurance man I don’t 
ent perigpelieve I’d try to sell it any place else 
S a flmbut in this country.” He made a round- 
n theregmhe-world trip last year as a party of five 


members of the House selected to ob- 
erve conditions in other countries. 

“I found life very cheap everywhere 
Jse in the world,” he explained. “If 
ife is not worth anything there is no 
incentive to insure it.” 


ells His Experiences 


In Germany, India, China and else- 
here he found death so common it at- 
acted no attention. People sat down 
shen they became exhausted or starved 
nd died while their fellows passed by 
inconcerned. He told of the fatalism 
nd stoicism which have developed far 
nd wide as a result of other races who 
have witnessed the terrible toll of war 
nd ruthlessness, having their emotions 
mmecome saturated with the witnessing of 
orrors so that they no longer respond. 
Phil Hobbs pointed out steps that 
should be taken to protect what he 
erms the most valuable franchise in 
he world—the right to sell life insur- 
nce. He also touched on the N.A.L.U. 
bducational plan, which seeks to fill the 
ap between company and C.L.U. train- 
ng plans. 


= Plan Now Developed 
AIN: B The committee of eight met in New 
York City just a few days ago and is 
LIFE pow prepared to employ an educational 
sking Mlirector and to offer self improvement 
began facilities to the men in the field. Mr. 
racles MBlobbs praised the new “C.L.U. Jour- 
were Mal” as being a splendid publication in 
ven its first issue. 
AND & The job of self-improvement depends 
WRK: Menally upon oneself, he said. It requires 
YOU Mevoting regular time daily to study. A 
THE Mehicago agency manager refuses to con- 
UES @eract an agent who will not devote an 


our a day to study, he said. Mr. Hobbs 
sked how many members of the audi- 












Mr. Hobbs spoke about the danger of 
Mass insurance selling, and said group 
msurance should be kept in its proper 
ield—that of the employer-employe 
elationship. It should not, he warned, 
be permitted to spread out into the field 


New Merce subscribed to and read THE 
Or MP ATIONAL UNDERWRITER or other worth- 
eight while insurance magazines. 

Br lass Insurance Selling 

our 


fe Df associations and various types of or- 
fanizations, This is another thing the 
Bel ALU. is watching. 
. Life men must have faith in America 
fend in the dollar, else how can they sell 
, he life insurance “fixed dollar”, he 
pe sked. He quoted Paul Speicher of 
- & R,, who said people buy life insur- 
antt Bence so long as they feel they have anv 
qué Muture to protect. “How can you sell 


fe insurance to them,” he asked, “if 
ou do not feel there is any future for 
em or you in America? Now is the 
me to go back home and get enthusi- 
stic—to paint some pictures of pleasant 
Ee Properly financed by life insur- 


Mr. Hobbs urged doing a public rela- 
“ine job on NSLI; studying the facts 
ea it and informing the veterans. 
fre is a great market among the mil- 








Coiling in America Is Best, 
WTheme of Peoria Congress 


ILL.—Congressman_ Ev-lions of veterans in selling them $2,500 


of clean-up sum life insurance so they 
will not have to take the clean-up sum 
now offered in NSLI, which if taken 
causes the veteran to lose some $3,400 
of value in his contract. The veterans’ 
wives also are prospects for $1,500 insur- 
ance on their own lives. 


Great Field of Endeavor 


He said no body of men or women in 
the country, including the clergy, has 
more to do with spiritual uplift than the 
life insurance men. The life man 
preaches the gospel of liberty, responsi- 
bility to one’s family; faith and op- 
timism, he said, and offers him a value 
set on his life, responsibility, etc. 

Lowell L. Newman of Penn Mutual at 


Ft. Wayne, Ind., discussed his sales 
methods which have caused him to 
qualify 13 times in the last 14 years for 
the Million Dollar Round Table and 
brought him to average annual paid vol- 
ume of $2% million. 

Constructive prospecting is highly im- 
portant and little understood, he said. 
“Mere names and addresses are not 
necessarily prospects. You make no 
money talking to yourself, and very lit- 
tle more talking to suspects. Unless we 
can supply some test to determine the 
difference between prospects and sus- 
pects we will find ourselves lulled into 
a false security by what appears to be 
an unending list of potential sales. In- 
stead we will discover that we are in 
a continuous struggle to produce and 
maintain a satisfactory volume.” 


Defines a Prospect 


Mr. Newman calls a prospect one 
about whom he knows a lot and still 
thinks he can sell. He found he could 
do best by prospecting for persons 


ales Ideas and Suggestions 





whose needs were uniform and who fit- 
ted the sale he was best prepared to 
make. Members ‘of groups or profes- 
sions seemed best because their needs 
were fairly uniform and their habits 
generally conformed. One’s prestige 
among the group becomes greater with 
each sale, he said. 


Likes Package Selling 


He said the public has been fully edu- 
cated to the efficacy of life insurance as 
a solution of their needs, and are con- 
vinced of its. soundness. There is dan- 
ger of confusing the prospect and 
duplicating work already done if the 
agent attempts to sell the institution. “I 
think the public is ready and willing to 
buy,” he said. “I don’t talk much in 
the presence of my prospects. I tell the 
basic facts and let them guess at the 
details. I am a believer in short sales 
talks. The fewer details you provide, 
the fewer objections you have to 
answer. Facts cannot be argued. You 
never get in trouble with the things you 








field representatives and brokers. 


Our representatives havea big job to 
do in keeping pace with America’s 
progress. But they're doing it, and 


we're helping them in every way! 


BLOCKS 


THE PENCIL THAT 
WRITES FIVE 


AWAY 


Five blocks away — where our files are located — her 


handwriting is recording! And minutes later the papers 


needed to complete the claim file will be on their way. 















New? No! We've been using it for several years. And we'll continue to use it and 
other modern time-savers which result in quicker service to Prudential policyholders, 
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FOR LITTLE FOLK 
WITH BIG FUTURES 


Waar xinp of baby policy—life or endowment- 
will best fit baby’s needs at 21? 


We don’t know. We won't guess. A wrong guess 
might leave a grown-up boy or girl uninsured or 
underinsured—perhaps wninsurable. 


That's why Occidental agents sell the Junior Es- 


tate policy. 


If baby needs money for schooling, the endow- 
ment-like provisions of Junior Estate provide heavy 
cash values up to anniversary nearest age 21. 


Then if it hasn't been used for schooling, each 
$1,000 of childhood protection becomes $5,000 of 
Ordinary Life insurance. No proof of insurability 
asked. No premium increase. The per-thousand 
rate after 21 is only $9 to $12-less dividends! 


No wonder dads buy it! 
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Render your policyholders 100% Service 





AGENCY OPENINGS IN 


Calif., Ga., Ill, Ind., 
Kan., Mich., Mo., Neb., 
N. J., N. D., Ohio, Wis., 
and Wyo. 





AND INCREASE YOUR SALES 


Life Insurance Sales are good . . . but the demand for 
accident and health and hospitalization coverage is equally 
brisk. When you sell both you can make more sales per call 
and at the same time provide your policyholders with com- 
plete personal insurance protection. 


Write today for details regarding 
North American Life's complete 
line of protection, including life- 
time disability, accident and hos- 
pitalization coverage. 


NORTH AMERICAN LIFE INSURANCE iCOMPANY 
OF CHICAGO 


C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 














don’t say. A short talk provides more 
time for listening.” 

Mr. Newman believes in package sell- 
ing because of its simplicity and ready 
adaptability to the prospect’s needs. He 
believes in exploiting things which call 
for buying today, such as change of age; 
and timing, such as just before Christ- 
mas or some birthday. 

He warned against stopping the writ- 
ing of new business to deliver policies 
already sold. The constant flow of busi- 


ness is essential to maintaining 
morale. “The man who delivers gy 
written business he has in sight a. 
of a job and begins the dreary tay 
job-hunting all over again.” 

The place of industrial insurane . 
the protection program was told 
E. Kelly, superintendent of agencies j 
dustrial agency field managemepy ; 
partment, Prudential, at the home og 
There are many people whose protes, 

(CONTINUED ON PAGE 23) 








JOHNTRY AND WILKINSON 


TALK 





NEW YORK—“It would be impos- 
sible for me to tell how to approach a 
stranger on life insurance because I 
have never approached anyone who was 
not a friend,” Vernon J. Johntry of 
the New York City Bragg agency told 
the New York City Life Underwriters’ 
Assn. at their second town hall meet- 
ing on fundamental selling skills. 

“What does this man Johntry do 
when he runs out of friends?” he con- 
tinued. He never does. All his sales 
are made to friends and their friends. 
A friend, he said, is a person we are 
pleased to see and who leaves us glad 
he came. To make a business of form- 
ing friends it is only necessary to ap- 
ply basic human psychology. Nearly 
everyone is an egotist. It is only natural 
for people to be interested in them- 
selves, and by making a habit of ask- 
ing people about ‘their jobs, families, 
plans, goals, or philosophies an ever 
widening circle of close personal ac- 
quaintances may be built up. This is 
obvious, it is old stuff, he said, but 
there are certain techniques which may 
give the process a new twist. 


Techniques of Friendly Approach 


It is a good idea, for example, to 
make as many friendly visits as possi- 
ble each~week without even mentioning 
insurance so long as the visits don’t cut 
too deeply into sales time. In addition, 
one telephone call a day can help to 
develop friendships already begun. 

A wife who helps an insurance man 
to make friends can be a great asset 
in the business. One day Mr. Johntry’s 
wife met a former schoolmate out shop- 
ping whose husband had just returned 
from the service and who was interested 


in going back into selling. She sug- 
gested that her husband might have 
some job possibilities in mind. Mr. 


Johntry then tried to interest him in 
selling life insurance, and although he 
lost him to a telephone company he so 
successfully expounded the value of life 
insurance that the man asked for $9,500 
of new insurance. 

In trying to recruit new producers 
in the field, it is surprising how many 
times the prospect winds up buying 
life insurance, he said. In developing 
business on a strictly friendly basis, he 
pointed out, it is necessary always to 
be on the watch for ways to help peo- 
ple, to help them _ solve _ shortages, 
housing problems, personnel difficulties 
in their offices and the like. It is en- 
tirely a low pressure system of ap- 
proach, and the producer must always 
be pleasant, confident and optimistic. 
It requires constant remembrances of 
personal events in people’s lives. If 
this system is right for a particular 
producer, he will find that many peo- 
ple come to him for help in solving 
life insurance problems. 


Teach Principles to Prospects 


In spite of the fact that other duties 
prevented him from devoting his en- 
tire attention to selling insurance, the 
system of selling only to friends pro- 
duced $224,000 of business on 35 lives 
in ten months. 

“By the way, John, when was the 
last time you had your life insurance 








New Yorkers Hear New Sales 
Twists on Old Principles 


program brought up to date?”. Thi, 
the stock question used by Lawreng 
Lifshey, New York Life Top Club p 
It is an approach that seldom fail 
the timing is right, that is, if mut 
confidence is established between 4 
prospect and producer. This questi 
invariably sets the stage for teaching 
prospect the principles of life insuray 
If these principles are properly tay) 
it won’t be necessary to sell the chy 
anything, Mr. Lifshey said. He, 
become a buyer, asking for what | 
needs. 


TELEPHONE APPROACH 








C. Bruce Wilkinson of the Yow 
man agency of Mutual Benefit in Ne 
York City said that in the beginni 
he had difficulty making contacts, 
worked out a telephone technique whij 
proved invaluable. Going into a neig 
borhood of new, medium-sized hous 
he would look up the addresses in ¢ 
local telephone directory to get the 9 
cupants’ names and occupations. F 
ing this- a great deal of informati 
could be derived from talking to mil 
men and laundrymen. Following wp, 
sends a letter explaining social secur 
and saying he will telephone. A we 
later he calls up. 

The person answering the phone 
usually completely uninterested in s 
ing him. Then he says, “I take ity 
are not interested in the purchase 
any new life insurance at this tim 
“Yes.” Mr. Wilkinson, at this poi 
explains that he simply wants to revi 
the individual’s program to see that 
is getting what he really wants from 
present insurance. “I will never é 
cuss the sale or purchase of life ins 
ance except at your specific reques 
he promises. These days he is sel 
turned down. Mr. Wilkinson is 
dent that he can make an appointme 
with anyone. The results of this sim 





NEW AGENCIES WANTED 
JAN. 1, 1947 


The Standard Life since last June !s! 
not been advertising for new agency 
nections because its present agents w 
producing all the business the com 
desired. January Ist opens a new 
and at that time we will be willing! 
new personnel to our active, hard 


group of successful salesmen. 


- Bary V.4U 
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approach are $267,000 of business in the 
first year and production at a rate which 
will bring $500,000 his second year. 
Three-fourths of the men attending 
these town hall meetings, it was dis- 


covered by a show of hands, ,have been 


producers for five years or longer. 
Michael J. DeMucchio of Connecticut 
Mutual was the moderator at the meet- 
ing. The series is sponsored by the 
New York City Life Supervisors Assn. 
and the life underwriters association. 





How to Build Up Prospects in Strange 
Town Explained to N. Y. Producers 





—_ 


NEW YORK—Is it possible to go 
into a town as a complete stranger and 
write and deliver $42,000 of life insur- 
ance the first month? Earl D. Twyman, 
Aetna Life, Brooklyn, explained the 
methods he used in doing just that be- 
fore the New York City Life Under- 
writers Assn. at the first of a series of 
Town Hall meetings on sales problems. 

He told how he had gone into a hard- 
ware and kitchen appliance store and 
asked the proprietor how refrigerators 
were coming in. They were naturally 
coming in very slowly. There is no de- 
livery problem in my business, he said. 
This led to a discussion of Mr. Twy- 
man’s business and the discovery that 
no other insurance man was serving the 
hardware man. This conversation led 
to one of his first sales. : 

He approached a successful business 
man in the community and said, “Mr. 
Smith, you have done an outstanding 
job here. Can you give me any sug- 
gestions for establishing myself in the 
community?” And Mr. Smith seemed 
happy to help out with suggestions and 
references. 

Value of Activity in Civic Life 

Mr. Twyman quickly became active 
in civic organizations as insurance ad- 
viser to the veterans’ service committee, 
a member of the Kiwanis club, of the 
music society, the veterans’ housing 
committee, and the welcoming com- 
mittee for the United Nations. At a 
symphony rehearsal, he talked with a 


AOI so HER 
Our complete training course 
for new men, together with a 
series of outstanding sales 


aids, has placed our newest 


men among our production 


leaders. Through the direct 
| responsibility of the General 
Agent, and with Home 
Office cooperation, our new 
men get into production, 


correctly and early. 
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man who had a note at the bank on 
improvements made in his store. Now 
the note is self-liquidating in the event 
of his death. The leads given him by 
this man developed eight times the busi- 
ness of the original case written. 

Introduced to a naval veteran, he ex- 
plained National Service Life Insurance 
to him. Thanks in part to this help- 
fulness, he placed $24,500 of insurance 
on the books for the man and received 
numerous excellent references to future 
prospects. 

Even the function of best man at a 
wedding turned out to be lucrative. He 
was personally acquainted only with 
the groom at the time of the wedding, 
but he met a man at the ceremony who 
became a client for $31,000. 

One excellent source of prospects was 
his wife’s social club. His wife’s ac- 
quaintances were easy to approach on 
programming, and he made many 
friends through the sincerity of the pro- 
gramming approach. 

In the beginning he could only say, 
“I’m a stranger here myself.” After ten 
months he was no longer a stranger. 


Follow up on Stock Issues 


Another approach to prospecting, or 
“Whom shall I see?” was given by 
Edwin K. Chapin, Northwestern Mu- 
tual, who suggested, among other 
things, watching for closely-held or 
family-owned stock issues. A copy of 
the offering prospectus can be obtained 
from the security underwriters giving 
names of the main stockholders. People 
who thus have in their hands large 
amounts of cash are nearly always good 
prospects. 

Sometimes we fail to realize that 
people very close to us may be good 
prospects, he said. He told of one pro- 
ducer who sold a group plan to his own 
general agent. More recently, Mr. 
Chapin said, a pension plan was sold 
to his general agent. 

He made the acquaintance of a com- 
mercial photographer at a_ business 
meeting. Upon investigation he dis- 
covered that the photographer’s firm 
was doing very well. Through this ac- 
quaintanceship he sold an employe stock 
purchase plan involving $100,000. 

In beginning his career as an insur- 
ance man, Mr.. Chapin made an original 
list of 400 acquaintances, including men 
in the national guard of which he was 
a member. He found that it was much 
easier to eliminate names than to re- 
place them, but that through developing 
such centers of influence as certified 
public accountants, former insurance 
men, bankers, and lawyers, his new 
reference leads actually improved his 
prospect file. One of the systems he 
tried out for making use of the file was 
to watch newspapers and magazines for 
announcements of births, marriages, and 
promotions of the people named in the 
file. 


Listen for Names in Conversation 


Keep in mind the names of a large 
number of men in your town that you 
want to meet, said Charles S. McAlI- 
lister, New England Mutual, New York 
City, and when they are mentioned in 
conversation find out all you can about 
them and if possible use the person 
with whom you were talking for a 
reference. Another prospecting method 
he found useful was always to watch 
for acquaintances who are having jobs 
done for them or on the buildings in 
which they work. If one of his policy- 
holders or prospects is having a build- 


ing remodeled or a contractor is doing |. 


some work for him, or, say, a salesman 
(CONTINUED ON PAGE 22) 


Anniversary 


As we observe our 37th Anniversary 


this month, we look with pride and 


satisfaction upon the progress of the 


past . . . not only for the business 


gains recorded, but more for the 


permanent security given policyhold- 


ers and clients through the strength 


and stability of life insurance. 


The loyalty and patronage of this 


ever increasing number of friends is 


an inspiration to pledge even greater 


and broader service in the future. 
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There’s Substantial Money 

to be made even in a small 

town—through our General 
Agent’s contract 


Attractive General Agency territory open in 
Missouri, lowa, Arkansas, Mississippi, Kentucky 
and Louisiana. 


For further information write J. DeWitt Mills, 
Superintendent of Agents 
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Applying Aptitude Tests to. Ourselves 


Company officials are giving more and 
more attention to management. They 
see the necessity of building men down 
the line, who have managerial ability. 
The late Herman Behrens, president of 
Continental Casualty and Continental 
Assurance, remarked when he had to 
choose someone for an important post in 
his organization, he always wanted to se- 
cure a man of “presidential timber.” In 
commenting on this, he said, that he de- 
sired men who, if necessary, could be- 
come president. 

We probably give too little attention 
to managerial characteristics when we 
are Starting and later developing men 
down the line. Men of managerial or 
executive ability do not hesitate to as- 
sume responsibility. That is a dividing 
line between what might be called the 
road to the head office and the same old 
straight road that has been followed for 
years and goes nowhere. The man in 
the managerial chair cannot sit by and 
be praised for what he has done and 
have all the laurels on his brow, and not 
assume responsibility for failures and 
losses. He must be a man, who through 
experience, has learned usually to reach 


Preparing to Let Luck 


A man should get well established in 
whatever he decides to do as early in 
life as possible. He should reach, nat- 
urally, the age when he is seasoned and 
has the faculty and experience to guide 
him along right lines. It pays for a 
man to stick to that course that gives 
him the greatest happiness and reward. 
One philosopher said if a person desires 
to rise in the world, the best thing for 
him to do is to settle down. 

Perhaps there is such a thing as luck 
or fate. One may accidentally have 


fairly correct conclusions. However, he 
may make a mistake. He should accept 
responsibility all along the line whether 
the results are gratifying or not. He 
must be a man who has the caliber to 
take defeat as well as victory in any 
battle. 


Most men fear to experiment, and 
strike out in a new direction. They do 
not have the initiative or imagination 


that goes with a man high up. 

We have today, especially in life insur- 
ance, aptitude tests for prospective 
agents. There may be 20 different fac- 
tors that enter in these tests. One of 
the best things that has been accom- 
plished in using these tests, is the appli- 
cation of them to the men who have au- 
thorized their use. Any of us can well 
afford to take one of these tests, apply 
it to ourselves, and see how we stand. 
Then we should hand it to a few chosen 
friends and see how they measure us. 
It is an interesting exercise if nothing 
else. However, many men who are using 
these aptitude tests in their organiza- 
tions, are seriously applying them to 
themselves, and to other men higher up 
and see how they stand. 


Strike 


gone along a certain line, something 
may happen good or bad that was un- 
suspected. Many seem to search or wait 
for luck to come along. As we see it, 
luck knocks at the door of people who 
are prepared to let it come in. Their 
training, their preparation, their school- 
ing, their reading, their living must all 
be in readiness to receive good luck if 
the knock on the door is heard. But it 
it is not an accidental knock. The sub- 
ject, himself, must be fully ready to wel- 
come it when it comes. 


Is Public Ahead of the Industry? 


Although the present life insurance 
sales torrent is, of course, a function of 
inflation, probably to an unrealized ex- 
tent it is, too, the product of the su- 
perior place to which the public has 
elevated life insurance in its savings 
habits. Emphasis has been placed on 
the fact that the public has money for 
life insurance because it doesn’t have 
the opportunity to use it for automo- 
biles, refrigerators, etc., but also absent 
is aggressive competition for savings 
from savings banks, building and loan 
associations, bond salesmen, promoters 
of new enterprises. While the Treasury 


is conducting an aggressive campaign 
in behalf of post-war war bonds, the 
purchase of such securities doesn’t com- 
pare with the war time record. Fidelity 
Investment Assn., that was once com- 
petitive to life insurance, went into re- 
ceivership. 

The contrast of today’s atmosphere 
with that of the pre-depression period 
was exemplified in a conversation with 
a successful life insurance agent. When 
questioned about his pre-insurance work 
he replied that he was in the bank ad- 
vertising business. That, he finally ad- 
mitted, consisted of getting people to 


open savings accounts by offering them 
an electric clock. If at the end of three 
years their account had earned $10 in- 
terest, they got to keep the clock. If 
not they paid $10 for it and he remarked 
that this was a $12 piece of mer- 
chandise. In those days he said he 
looked down his nose at life insurance 
agents and would rather have been dead 
than to be called an agent. 

Today life insurance not only does 
not have this type of competition but 
a great many of the salesmen who 
would in the 20’s be selling bonds, 
stocks, building and loan deals, etc., 
are now life insurance salesmen, proud 
of it and successful at it. Over the 
years through its own efforts and ac- 
complishments, through the trials and 
tribulations of other investment media, 
through the emphasis on social security 
with the insurance route taken for 


granted, life insurance has become ot 
only the prime repository of Savings 
but to an increasing degree the ey 
clusive one. Life insurance, it may be 
said, rests today on a new and vastly 
higher plateau than it did. The appre, 
ciation that it now enjoys has come 
gradually and perhaps most of the ip. 
surance practitioners don’t fully com. 
prehend the new appreciation. The py. 
lic may indeed be ahead of the jp. 
dustry. 

This is a fundamental phenomengg 
that life insurance management is ap. 
xious to appraise. If thee sales trend 
is simply inflation swollen, then the 
planning for the future is one thing, 
If it represents to a considerable de. 
gree a permanent gain in the Savings 
habits of the people, the program for 
the future can then be expanded ae. 
cordingly. 








PERSONAL SIDE OF THE BUSINESS 





Morris L. Clothier, senior trustee of 
Penn Mutual Life, was honored at his 
40th anniversary as a trustee and was 
presented an inscribed silver tray “in 
recognition of his distinguished and de- 
voted service.” President John A. Stev- 
enson pointed out that Mr. Clothier’s 
40-year record had been matched by only 
three other trustees in the company’s 
first century. He is a partner in the de- 
partment store firm of Strawbridge & 
Clothier in Philadelphia. 

Associates of Charles H. Calvert cele- 
brated his 50th anniversary in the home 
office organization of Metropolitan Life 
Nov. 1. He is one of six persons—in- 
cluding Frederick H. Ecker, chairman— 
who still are active in the organization 
after a half-century or more of service. 
Mr. Calvert is manager of a department 
of about 300 employes concerned with 
maintaining records of the current sta- 
tus of insurance and annuity contracts. 

J. J. McCurley of Cordell, Okla., for 
35 years special agent of New York 


Life, and Mrs. McCurley celebrated 
their golden wedding anniversary Oct. 
25. 


T. J. Mohan, vice-president of All 
States Life, is confined to his home with 
a slight cerebral hemorrhage. He is 
making a good comeback and is ex- 
pected back at the office in the near 
future. 

W. Davidson Thomson and J. France- 
Hughes were honored by Great-West 
Life on their 40th anniversaries. After 
tributes were paid them by H. W. Man- 
ning, vice-president and managing di- 
rector, they were presented with gifts. 
Mr. Thomson, who is head cashier at 
the home office, is an internationally 
known concert soloist and song leader. 
Mr. France-Hughes, who is head of the 
policy loan department at the home of- 
fice, is a prominent Mason and has been 
very active in lodge activities in the 
United States and in Canada. 

After 30 years with John Hancock 
Mutual Life, 20 years in Essex county, 


N. J., Albert Levy has retired from 
active service. He was tendered a din- 
ner in Newark and presented a portable 
radio and scroll. 

Gen. C. R. Boardman, president of 
Wisconsin National Life, quietly ob. 
served his 86th birthday anniversary at 
his home in Oshkosh. A recent illness 
kept Gen. Boardman at home but he 
plans to resume his daily visits to his 
office shortly. He was one of the or 
ganizers of Wisconsin National Life ip 
1890. 

James Scott, district manager of Pru 
dential in Peoria, was celebrating his 
30th anniversary at the time of the 
Peoria sales congress and state meeting 
of life men, and a luncheon was held 
in his honor with over 100 Prudential 
men in attendance, including eight to 
10 Prudential managers from other 
parts of the state. 

A. A. Drieu, assistant superintendent 
of agencies of Connecticut General Life, 
has been visiting Texas agencies, 


séDEATHS 


Irvin Bendiner Dies 


of Heart Ailment 


PHILADELPHIA—Irvin Bendiner, 
New York Life agent here and one of 
the leading authorities on business in- 
surance and estate planning, died at 
Temple University Hospital here of a 
heart attack following an illness that 
had kept him away from his office since 
July. He was 46 years old. Mr. Ben- 
diner was a lawyer and was associated 
in his legal work with his brothers, 
Milford and Sabato M. Some years 
ago he was prominently mentioned for 
insurance commissioner of Pennsyl 
vania. : 

One of the most dynamic speakers im 
the business, Mr. Bendiner had 
knack of packing a lot into an address, 
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, that no matter how long he spoke 
always seemed that he had been talk- 
only a short time. He could make 
bmplex subjects seem simple and his 
jks were illuminated with a wit that 
gs inherent in his treatment and not 
rely tacked on for effect. The fact 
it he was sO often called upon for 
tun performances, at which attend- 
ce was always of sell-out propor- 
nas, is indicative of his prowess as a 
cer. 
vm Bendiner graduated from the 
‘amerce school of University of Penn- 
jvania in 1921, receiving his B.A. 
gree in economics. He received his 
A. degree from the graduate school 
1924 and his law degree from Temple 
niversity law school in 1925. He 
ught insurance and insurance sales- . 
anship at Wharton school, Temple, 
id University of Newark. A C.L.U., 
wrote a number of articles on life 
surance. He was counsel to the 
jiladelphia Life Underwriters Assn. 





Oklahoma for Massachusetts Protective 
and Paul Revere Life, died in an Okla- 
homa City hospital. He had been in 
Oklahoma City about three years, for- 
merly conducting agencies in Chicago, 
Omaha, Washington, D. C., Hartford 
and in Michigan. He went there from 
Omaha. He had been with the com- 
pany 26 years. 

He was director of the C.L.U. classes 
in Oklahoma City last year and was 
scheduled to conduct them this season. 
He was for a short time instructor in 
business law at Oklahoma City Univer- 
sity, and the University of Oklahoma at 
Norman. 

Dr. J. O. Segura, vice-president and 
medical director of Lamar Life, died 





Bruce Bullion, who died suddenly at 
; home in Little Rock, started his 
reer as a court reporter at Conway, 
tk, Later he was admitted to the bar. 
e went to Little Rock in 1907 to be- 
bme secretary to Governor George W. 
onaghey. He spent four years as 
overnor Donaghey’s secretary and 
en went with the governor as secre- 
ty of the Donaghey building, one of 
¢ state’s largest office buildings. In 
M7 a separate insurance department 
as established and Mr. Bullion was 
ppointed commissioner and also state 
e marshal by Governor Brough. He 
rved eight years, the longest period 
yone has served in that capacity in 
rkansas. Mr. Bullion was 71 years of 
be at the time of his death. He is 
irvived by a daughter, Mrs. James H. 
ruere of Toledo, O., and a son, Bruce 
Bullion, Jr., of Little Rock, attorney 











r the state revenue department. DR. J. 0. SEGURA 
urial was at his old home in Conway, 
rk, at Abberville, La., following a _ heart 


Percy A. Trezise, 50, general agent in attack. Dr. Segura had been a director 
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“Q-V-S is the best contract for a Field Underwriter I have 
ever seen. With the high commission and life time renewal 
features, it is surprising that there should also be a bonus 
plan that guarantees extra pay to men who stay... for 
business that stays and for volume that increases.”’ 


J. M. WARRING, 
Ass’t Agency Manager, Spokane, Washington 





Q... quality 
V... volume 
S...service 
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THE CAPITOL LIFE INSURANCE CO. 


Clarence J. Daly, President 
W. V. Woollen, Agency Vice President 
Home Office: Denver 1, Colo. 








of the company since its establishment 
40 years ago. He became a vice-presi- 
dent in 1931 and at that time also held 
the positions of agency director and 
medical director. His agency duties 
were taken over in 1939 by W. D. 
Owens, vice-president and_ secretary- 
treasurer. He was a graduate of Tulane 
University medical school and served 
as a captain in the first war. 

Louis Berman, 51, for 16 years a 
life salesman, the past three years with 
New England Mutual Life in its Hous- 
ton, Tex., agency, died suddenly of a 
heart attack at Colorado Springs. He 
belonged to the Leaders Assn. of New 
England Mutual and ranked 27th in the 
first 100 list. He was a C.L.U. 

W. Gregg Gridley, general agent of 
Farmers & Traders Life in Syracuse 
since 1928, died there after an illness 
of several weeks. His wife and mother 
survive. 

David F. Gladich, 49, Western & 
Southern mortgage manager in Chicago, 
died. He had held his present position 
since 1933, and prior to that time had 
been with the Chicago Trust Co., Na- 
tional City Bank, and Baird & Warner 
Realty Co., organizations which worked 
closely with Western & Southern. Mr. 
Gladich was born in Middletown, O., 


and had attended the University of 
Illinois. 
New Edition of Mowbray 


Text Off Press 


A new edition of “Insurance” by 
Prof. A. H. Mowbray of the University 
of California has been published by 
McGraw-Hill Co. This is the third edi- 
tion of this well known text, which 
was originally published in 1930. The 
revised volume incorporates the many 
changes in insurance which have taken 
place since the second edition was pub- 
lished in 1937. 

The work is divided into six parts, 
risk in general, insurance contracts 
(which is subdivided into fire, marine 
and other property coverages, life, an- 
nuities, disability, liability, compensa- 
tion, suretyship and automobile insur- 
ance) types of insurance carriers, the 
insurance market and problems of the 
insurance carrier, state supervision and 
insurance in state policy. In addition 
to comprehensive technical discussions 
of the various specific phases of in- 
surance, the last two parts contain up- 
to-date and very objective discussions 
of a number of current insurance issues, 
including problems arising out of the 
Southeastern Underwriters Assn. deci- 
sion and the McCarran-Ferguson law, 
social security, medical care and other 
social insurance problems, and the prob- 
lem of the uncompensated automobile 
accident victim. Prof. Mowbray’s last 
chapter is a challenging study of the 
fields yet to be covered by insurance 
and his final statement is “there ap- 
pears to be no likelihood that, within 
any reasonable time, well conducted 
private insurance will be destroyed.” 

The volume has 694 pages, including 
a very comprehensive index, bibliog- 
raphy, a number of exhibits of policies, 
premium tables, etc., and a list of in- 
surance publications. It sells for $5. 


James B. Miller Complimented 


Western & Southern Life tendered a 
banquet to James B. Miller, manager of 
the Chicago-Roseland office, on the com- 
pletion of 25 years with the company. 

Mr. Miller joined the old Public Sav- 
ings in 1921 and went to the home office 
of Western & Southern when Public 
Savings was reinsured by it in 1927. 

Following his appointment as man- 
ager at South Bend, he was transferred 
to Indianapolis, and went to Chicago in 
1940. 

Executive Vice-president Charles M. 
Williams from the home office presented 
Mr. Miller with an engraved watch and 
service pin. Vice-president A. O. Payton 
was also on hand. 





Get the “vital statistics” of your busi- 
ness—a new “Little Gem” from THB Na- 
TIONAL UNDERWRITER. 
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ae HERE’S A CHAIR in my office 
worth $5,000,” a friend 
complained to us recently. When 
we asked him how it was possible, 
he answered, “Maybe it wouldn’t 
be worth that much at an auction, 
but that’s what it cost me last year 
for just sitting in it when I should 
have been up and after business” 
& A Collier's magazine survey 
discloses that 40% of its readers 
are under Social Security, but that 
75% of those under the plan feel 
that it must be supplemented #% 
According to the same survey, 
$6,500 is the median amount of 
life insurance owned, or $15,700 
in the group with incomes above 
$5,000 a year And speak- 
ing of Social Security, Henry 
Mongenthau pointed out recently 
that “of 900,000 people eligible 
for its benefits, only 288,000 have 
applied — because the rest can’t 
afford to retire and live on what 
they would get from Social Se- 
curity alone” @ The De- 
partment of Commerce proudly 
mentions that the average per 
capita income in the United States 
reached an all-time high in 1945, 
of $1,150. This figure represents 
an increase of $575 per capita 
since 1940 * New York was 
the leading state in this per capita 
analysis with a $1,595 income @& 
We have a new booklet giving 
the latest provisions of NSLI as 
enacted in August of this year. 
Write to our Advertising Depart- 
ment if you would like a copy. 


New England 
Mutual 
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f blish am 
s of establishing rates, over which his de- now with the Texas mutual assessment 
Texas Examiners ere has supervision. Automobile companies, reviewed his experiences as U. S. Government -_ 
ra - osses have risen greatly and there is an examiner. « . ig” 
Discuss Duties also the economic loss from loss of life | Frank Woolsey, Austin Mutual Life, Life Figures Showy . 
and property. was host at luncheon. 

SAN ANTONIO—Texas insurance J. C. Davis, Jr., in charge of insur- M. E. Latham in the afternoon dis- On Dec. 31, 1945, U. S. Gove 
examiners at a meeting here were ad- ance matters in the attorney general’s cussed examination of mutual assess- Life Insurance in force was $2,495 
dressed by Commissioner Butler on the department, outlined procedure in ren- ment companies and told the duties of 692, composed of $1,728,197,809 :[m Los 
work of examiners and their importance dering opinions. W. G. Knox, Jr., dis- examiners in securing information, which $395,193,690 endowment; $302,254 
in protecting the welfare of companies cussed insurance problems as they pass he considers essential to sound super- term and other insurance. wn 
and insuring public. A. F, Ashford, over the desk of the legal examiner. vision. among life companies by insurang dy 2 
president Western Reserve Life, Austin, Frank E. McCurdy, chief examiner, dis- P. W. Goad took up problems of the force, the government life fund y, $3 
welcomed the group and Casualty Com- cussed the history of his desk, which was man in the field, and Robert R. Butler fall in 11th place, between Sun aa 
missioner Gibbs spoke on the problems established in 1932, and Jess D. Carter, stressed the responsibilities of the of Canada with $3,390,372,327 and 39 

examiner. G. Y. Keetch, department tual Benefit with $2,372,37,677, atl 
actuary, compared the original Guertin Figures from the annual stat 
= B =law with the draft drawn by Texas com- for the calendar year 1945 follow: I 915 
s @ §6©pany officers to be proposed for submis- Total assets ........ $1,302,030 07 
— sion to the next legislature in January. Net reserves ........ 1,152,452,30 8% 196 
4% The draft as proposed, in the view of Premium income ..... 50,929,919 
company officials, fits the conditions in Total income ....... 124,927,559 
Texas. Claims (total disability 49 
The afternoon session closed with a and “death sss. « 30,856,149 
talk by Clifford Jackson, custodian, on Matured endowments 12,173,839 69 
what investments of companies can be Surrender values 2,874,384 
placed with the state of Texas as legal Total disbursements 73,691,84m% 35 
security to meet legal requirements on New insurance ...... 10,265,719 
reserve deposits. For comparison, figures for the cal 14 
In the evening the examiners and dar year 1936 are shown: 
CHECK THESE POINTS commissioners were guests of A. F. Total assets .........$876,7295% 30 
Ashford, Western Reserve Life, at the INCE TESERVES. 3055 os. 06 Ss 789,156,165 
: : Austin Country Club. Premium INCOME 6 ales 62,961,611 32 
The opportunity to serve is inherent in Life L. W. Blamchard spoke on “The Ex- Total income .......... 117,963, 
Insurance, but greatest success is often meas- i pire go: Age bait — Piers disability rosso 
: men who form the staff, their duties and | and death) ......... 450, Less 
ured by the plus factors offered Representatives. excemences im perioriiing ther @uties, Matured endowments .. 9083 AT pa 
Shenandoah Life offers many plus factors which The session closed with a study of ex- Surrender values ..... 9,812 | thes 
enhance opportunity, such as: pense accounts by Frank Swartz. Total disbursements 48,603,208 comp 
: cis The group attended the football game New insurance ....... 70,689,898 by clas 
* A well-rounded line of policies—all forms of between Southern Methodist University On Dec. 31, 1936, there was $2iqgm | tinch 
Life Insurance and Annuities. * Fair contracts and University of Texas. 675,663 in force. — 
and Group Life Insurance at Company expense. ge 
* Friendly relations between the Field Force and = she . Bong 
the Home Office. * Liberal first year and vested Study Expense, Loss, Acquisition Ratios yt 
renewal commissions. (CONTINUED FROM PAGE 2) ioe I 
: 15% fc 
Openings in Virginia, West Vir- and among groups for each class of each group having an ascending gg compan 
ginia, North Carolina, South Caro- business. In general, the paid-written ratio. ness hh 
lina, Tennessee and Alabama. ratios are lower than the oar g tag a able 
earned ratios, as is to be expected in a j 
period of rising volume. For all classes EXPENSE RATIOS a. 
2 and all companies, the paid-written ratio : 

TRONG -PROGRESSIVE is 52%; the incurred earned, 55%, a ; ~ ot 
difference of 6% of the incurred-earned For the expense ratio survey, + a 
ratio. By classes, the paid-written and companies furnished figures for the Bee 
incurred-earned ratios are closest for of incurred expenses to written pr i’ 
weekly premium business, both approxi- ums. The overall ratio for these The 1 
mately 40%. They are farthest apart panies for the period 1938-1942 elies th 
for group insurance with ratios of 62% 36%. for cot 
and 75%, a difference of 18%. Experience of companies was divi which t 

Within each class there is a wide vari- in accordance with the size of their Rive kc 
I, L INSURANCE LO., IWVG. = sure — of comme con- pone pe both —, and re new bt 
sidered in accordance with the size of class of business. atios were then 
ROANOKE 10, VIRGINIA their incurred-earned loss ratios. culated by expense-ratio groups, Spode 
PAUL C. BUFORD, President The survey divides companies into group having 25% of the total wi ratios f 
four groups. Each group comprises premiums. premiun 
Twenty-seven companies in the 











companies having 25% of earned pre- 


mium for each class of business and 


having the lowest expense ratios hal 








THE CASE OF THE MAN WHO HAD ENOUGH ..... by GUARDIAN 
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LOOK AT THIS STACK OF YOU'VE GOT 3'l2 POUNDS OF PAPER JUST MOVE THAT RULE ALONG 
POLICIES I'VE GOT. YOU THERE—BUT I'LL BET YOU DON’T AND WE'LL X-RAY YOUR 
re STILL THINK I'M A KNOW WHAT IT'S WORTH. FUTURE. THEN WE'LL KNOW 
° PROSPECT? 4% WHAT YOU’VE GOT. 
Cc \) 3 { RiDicuLous! | 
AS _ > Z t tt Liil 
& NN i + ZA Titi 
HS = BP ES tH 




















When Johnny turns on his winning tech 
nique, it’s the prospect who really does the 
whole job — from that point on. 


This looks like a tough one. But tough Johnny Graph-Estate is a master of surprise. 
jobs are the kind that makes Johnny Prospects never know what he’ll spring on 
Graph-Estate rub his hands with glee. them next — or how he'll spring it. 
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gable L—Loss ratios, accident and —_ conform to long-term results. Further, 
nt insurance: Ince tid losses to written, contracts called “non-cancellable” vary 
prevemiums,! and class of business, greatly in their terms. 

wh 1938-1942—215 carriers? 
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Ratios of incurred acquisition ex- 
penses (including advertising, office ex- 
penses, etc., as well as commissions) to 
written premium and total incurred ex- 
penses have been calculated from figures 
furnished by 142 accident and health 
companies. These ratios for all classes 
: of business combined for the period 
stateme 1938-42 were as follows: Incurred ac- 
ollow: i ——. quisition expenses to written premiums, 
030,079 Commercial 23%; and to total incurred expenses, 
452,377 44 —3 62%. By class of business, the ratio to 
929,918 Hospitalization premiums varied from 9% for group to 
927,559 P 54 37% for limited business; the ratio to 

: Geet total expenses from 46% for weekly 

856,149 62 nar premium to 74% for limited. 
173,839 These ratios also have been broken 
874,384 Noncancellable down into four groups of 25% each 
691,844 60 <6 based on written premiums. Ratios 
),265,719 Franchise both to premiums and total expenses 
the calg 52 50 —2 were calculated for these groups and 27 
Monthly Premium companies fell in a group with the low- 
1,728,515 40 39 Jy est combined ratio to premiums, aver- 
), 156,164 Weilttk Peuditien aging 9% of premiums and 34% of to- 
961,611 40 40 aot tal incurred expenses. In the next 
963,958 Limited group, 23 companies averaged 20 and 
61 34 32 ae 5 61%; 33 in the third group averaging 
),450,809 ipess dividends or other refunds to 26 and 68%; and 59 in the highest group 

— oc domageonrty calculated from data filed i ip “F se and 75%. P 
812,19 by 416 carriers, many of which furnished It was pointed out that while percent- 
3,603,208 incomplete breakdowns (or none at all) aes for the two ratios increased to- 
),689,833 by, class, of jer es Timmantai si ail | args ries ved to group, there is no 
1S $2,381 neludes ac * iscel- fixed relation between them, nor do the 
rer business ane “mmstiocates. ratios to total expenses increase in all 
combined expense ratio of 22%; 22 in cases with the ratios to premium. 
the next group, 23%; 26 in the third Ratios of acquisition expenses to pre- 
group, 39%; and in the group having miums by class of business range from 
the highest ratio, 50%. The expense 5% for group business of three compa- 
ratios by class of business ranged from Mies to 51% | for limited business in 
15% for the group business of seven three companies. Ratios to total ex- 
companies to 64% for the limited busi- penses range from 15% for the weekly 
ness of six companies and for the premium business in three companies to 
monthly-premium business of 11. 89% for limited business in 14 com- 

Table II gives expense ratios in de- panies. Table IV gives the ratios in 
tail by classes of business. detail by class of business. 

Table III gives expense ratios by Ratios bv class of company and class 
class of company and class of business. Of business show wide variations re- 
With each ratio is presented the amount flecting the extreme diversity of meth- 
of written premiums on which it is ods of operation, contracts, clientele, 
based, in order to indicate the signifi- and premium volume. These ratios are 
cance of the ratio. shown in Table V. 

The report notes that non-cancellable | Barkev S. Sanders, chief of the divi- 
ratios have little value in themselves or sion of health and disability studies, 
for comparison as many companies assisted Mr. Blanchard with the re- 
which have such business on the books port. Also assisting were the Bureau a See eke ba co 
have long since discontinued writing of Personal Accident & Health Under- Shalit et — 
new business and are taking heavy writers, the Health & Accident Under- 
losses, and also the probability of loss writers Conference, the International reas % Written 
in this class increases with age, and loss Federation of Commercial Travelers a en = premiums 
ratios for a short period, especially if Insurance Organizations, and the Na- i se a = (00e'e) 
premium volume is increasing, do not tional Negro Insurance Assn. 
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~LIFE AGENCY CHANGES 





State Mutual Names 
Matteson in Texas 


State Mutual Life has opened a San 
Antonio office with Barney T. Matteson 
as general agent. 
He has been agen- 
cy supervisor at 
Houston. 

A native of St. 
Paul, Mr. Matte- 
son went to San 
Antonio in 1911. 
He graduated from 
high school in Dal- 
las, took pre-law 
studies at Wash- 
ington University 
at St. Louis, and 
in 1932 graduated 
from Benton Col- 
lege of Law at St. 
Louis with an LLB. degree. He was 
with the trust department of Security 
National Bank & Trust Co., St. Louis, 
from 1926 to 1932. 

Mr. Matteson entered life insurance 
in 1932 as a cashier in a San Antonio 
agency. Two years later he started as 
a personal producer, becoming agency 
supervisor, lowa state manager and su- 
pervisor of agencies in Texas for Gen- 
eral American Life. 





B. T. Matteson 


Prominent Texas Agent 


A former vice-president and director 
of the San Antonio Life Underwriters 
Assn., Mr. Matteson has been. district 
Boy Scout commissioner in San An- 
tonio and vice-president and director of 
the San Antonio Junior Chamber of 
Commerce. He received the C.L.U. 
designation in 1937. At San Antonio 
his headquarters will be in the Milan 
building. 





The Grinnell-Row agency, Grand 
Rapids, Mich., has appointed Alex N. 
Dittel manager of the newly formed 
life and group department. 


Stiles Conn. Mutual 
G. A. at Syracuse 


Connecticut Mutual has appointed 
Limon E. Stiles, Wichita supervisor, as 
general agent at 


Syracuse, N. Y. 
This reestablish- 
es a general agen- 
cy in Syracuse. 
Rochester and Syr- 


acuse have been 
served by one 
agency with Earl 


F.- Colborn ot 
Rochester as gen- 
eral agent. Mr. Col- 
burn is retiring as 
general agent for 
reasons of ill 
health, but he will 
remain at Roches- 
ter as associate general agent. 
Mr. Stiles has been with 
necticut Mutual since his 
from Kansas University in 1933. 
father also was with the company. 
Was appointed supervisor in 1939. 





L. E, Stiles 


the Con- 
graduation 
His 
He 





Mass. Mutual Names 


Hassfeld in Maine 


Mutual Life 
Hassfeld, 


has ap- 
former 


Massachusetts 
pointed Eugene W. 
district manager at Youngstown, O., 
general agent at Portland, Me. An- 
nouncement was made at a luncheon 
there for local business men. He suc- 
ceeds Harold G. Hathaway, resigned. 

Mr. Hassfeld joined the company in 
1942. He previously was engaged in 
production in Newark and in Youngs- 
town. He is a winner of the national 
quality award. The past two years he 
has been among the first 100 leaders of 
Massachusetts Mutual Life. 

A past president of the Youngstown 
Junior Chamber of Commerce, Mr. 
Hassfeld is a past vice-president of the 

‘ 


Optimist Club, and has been active in 
various civic affairs. He attended New 
York University and Rutgers Univer- 
sity. 


Three Seattle N. Y. Life 
Men Are Retiring 


Three veteran executives of New 
York Life’s Seattle office now are on 
90-day leave of absence preparatory to 
retiring Jan. 1. They are Charles C. 
Norton, agency organizer; John E. 
Boyer, inspector of agencies for the 
north Pacific department, and William 
C. Cross, manager inspection depart- 
ment. 

Mr. Norton has been with New York 
Life 44 years, joining in Cincinnati and 
moving to Seattle in 1913. He was man- 
ager of the Olympic branch office at Se- 
attle for 10 years, of the Spokane office 
for six years and most recently has been 
agency organizer. He is past president 
of the Life Underwriters Assn. and the 
Managers Assn. 


Honored at Luncheon 


Mr. Boyer has been with the company 
32 years since he first joined it in Utah. 
Before taking his present position six 
years ago he was manager of the Oak- 
land and Sacramento branches. 

Mr. Cross joined the company in New 
York 30 years ago. He is being suc- 
ceeded by Paul McCabe, formerly as- 
sistant inspection department manager 
at Chicago. 

The three men were honored by the 
Seattle staff at luncheons. 





Minn. Mutual Names T. S. 
Johnston at Kansas City 


Thomas S. Johnston has been ap- 
pointed general agent at Kansas City 
for Minnesota Mutual Life. He has 
been supervisor for the Paul D. Wil- 
liams agency at Minneapolis for the 
past 2% years. He is the 24th field man 
who began his Minnesota Mutual career 
as a salesman to be advanced to gen- 
eral agent within the past several years. 
He attended Indiana University and 
was with Standard Oil at South Bend, 
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CEDAR RAPIDS 


(lowa) 


MARION 
(Ind.) 


RANCE COMPANY 


Se 
and Metropolitan Life at Fort Wa 
before joining Minnesota Mutual, 
‘Kansas City office is in the Dwight 
building. 





Evans Roanoke Manager 


T. Woody Evans, district Manager gf 
Equitable Society at Raleigh, N. C., has 
become manager of the newly-organize 
Roanoke, Va., agency. The new agen 
will serve 30 Virginia counties, |; 
Evans was formerly in Roanoke ag djs. 
trict manager He is a past president gf 
the Roanoke Assn. of Life Underwri. 
ers. 





Gilfether Retires at Elmira 


C. Harry Gilfether, general agent of 
Union Central Life, Elmira, N. Y,, ha 
retired after 30 years representing the 
company. Although ill health has forge 
him to curtail activities, Mr. Gilfether 
will continue representing the company 
with personal production as much ag his 
health permits. A successor has not ye 
been chosen. 

Mr. Gilfether, a native of Avoca, Py, 
is a past president of Elmira Life jp. 
derwriters Assn., and past president of 
Elmira Assn. of Commerce. 


MANAGERS 


Wis. Managers Form 


Organization 


MILWAUKEE—The Wisconsin Lif 
Managers & General Agents Assn, was 
organized here at a meeting of some 
35 men from various parts of the state 
J. C. Windsor, Connecticut General, 
president, and Alfred Perego, Wisconsin 
National, secretary Milwaukee associa 
tion, were temporary chairman and set- 
retary. 

A constitution and by-laws were sub- 
mitted by a committee headed by F.C. 














ABNER A. HEALD 


Hughes, Mutual Benefit, and wet 
adopted. A provision limits membershi 
to managers and general agents who ft 
port only direct to agency department 
of their home offices. 


Heald Is President 


Abner A. Heald, John Hancock, Mi 
waukee, was elected president; Pett 
Zimmer, Prudential, Oshkosh, vit 
president; L. W. Spickard, Basket 
Life, Milwaukee, secretary-treasuft 
Directors include C. L. Egbert, N 
western Mutual, Eau Claire; R. M. 
ter, Continental Assurance, Madisdl: 
F. C. McNamara, Old Line Life, War 
kesha, and E. N., Clough, New Yo 
Life, Green Bay. Appointment of! 
committee setup and formulation of 3 
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Wayne program of activity soon will be an- 
il Th nounced. 

Dwight 








Maher and Smith to Speak 
Before Chicago Managers 


oY 

Frank B. Maher, director of agencies 
‘ager of John Hancock Mutual Life, and Horace 
oad R. Smith, new director of the Purdue 
oe School on Life Insurance Marketing, 


will be the speakers at a luncheon meet- 
: ing of the Life Agency Managers of 
as dis. Chicago Nov. 15 in the Midland hotel. 


in John M. Caffrey, chairman, will pre- 


> 





ide. , 
"The current Purdue classes will be- 


gin Nov. 18. WE. North, New York 
Life, arranged the program for the 
managers meeting. 


Trust Council Fort Worth 
Managers’ Panel Topic 


A panel discussion was held by the 
Fort Worth Life Managers & General 
Agents Club on “The Trust Council of 
Fort Worth in Our Community. 

Panel chairman was W. Frank Cooper, 
Southwestern Life, who is chairman of 
the council. Other participants were 
Hugh Smith, attorney of Thompson, 








= Walker, Smith & Shannon; John 
Brooks, assistant trust officer First Na- 
tional Bank, and Howard Patterson, 
CP.A., of Patterson, Leatherwood & 

wee Miller. 

OIME Bevins Buffalo Speaker 
The Buffalo Life Managers Assn. 


opened its season with a dinner meeting 


Nov. 4. Stanley H. Bevins, manager 
in Lie of Home Life, Buffalo, spoke on “Mod- 
nN. Wa ern Agency Building and Selection.” 
i som—™ Allan W. Carpenter, general agent 
> State’ Penn Mutual Life, is program chair- 
nena, man. A reception was held preceding 
consi the dinner in honor of the new presi- 


ssocia- 
id sec: 


dent, Dean H. Taylor, Equitable So- 


ciety. 





e stib- 


iy. Frisbie Tells of European Tour 


Charles J. Frisbie, general agent of 
New England Mutual, addressed the 
monthly luncheon of the Seattle Life 
Managers Assn. Monday, telling of his 
experiences in Europe this summer. 


POLICIES 


Aetna Life to 
Continue Dividend 
Scale in 1947 


Aetna Life has voted to continue. the 
Present dividend scale for dividends 
payable next year. 

he rate of interest to be allowed in 
the participating department on the pro- 
ceeds of policies left with the company 
for all payments falling due in 1947 and 
to be allowed on dividend accumulations 
will be 3% except where a higher rate 
IS guaranteed. 

The same rate of interest of 3% will 
be paid in the non-participating depart- 
ment on funds held by the company 
except where a higher rate has been 
guaranteed. 


Pacific Mutual Brings 
Out Mortgage Policy 


Pacific Mutual has introduced a non- 
Participating 10 year decreasing term 
msurance plan with death benefits cor- 
responding to the mortgage loan bal- 
sort i for the first 10 years of the usual 

year amortizing loan. It is renew- 

Ve: able at the end of the 10 year period, 
cco Without medical examination, for an ad- 
ditional 10 years and for a reduced pfe- 
mium, 

Conversion is permissible within seven 
years to non-participating life or endow- 



















Ment insurance at the attained age and 





for an amount equal to the amount of 
insurance in effect at that time. 

It is issued at ages 20-55 in amounts 
from $2,500 to $100,000. Annual pre- 
miums per 1,000 initial amount are: 


1st 10 Yrs. 2nd 10 Yrs. 
Without Without 
Prem. With Prem. With 
Age Waiver Waiver Waiver Waiver 
20 $ 7.00 $ 7.18 $ 3.46 $ 3.64 
21 7.02 7.20 3.53 3.71 
22 7.05 7.24 3.61 3.80 
23 7.08 7.27 3.69 3.88 
24 ‘ Ti2 7.31 3.77 3.96 
25 7.18 7.37 3.86 4.05 
26 7.26 7.45 3.97 4.16 
27 7.35 7.55 4.10 4.30 
28 7.46 7.66 4.24 4.44 
29 7.58 7.80 4.41 4.63 
30 7.73 7.95 4.60 4.82 
31 7.89 8.12 4.81 5.04 
32 8.08 8.32 5.04 5.28 
33 8.31 8.56 5.28 5.53 
34 8.56 8.82 5.56 5.82 
35 8.83 9.10 5.87 6.14 
36 9.13 9.43 6.21 6.51 
37 9.48 9.79 6.58 6.89 
38 9.86 10.20 6.99 7.33 
39 10.29 10.65 7.44 7.80 
40 10.76 11.16 7.95 8.35 
41 11.29 11.74 8.50 8.95 
42 11.87 12.37 9.10 9.60 
43 12.50 13.06 9.76 10.32 
44 13.21 13.84 10.49 11.12 
45 13.99 14.69 11.29 11.99 
46 14.84 15.63 12.16 12.95 
47 15.77 16.65 13.10 13.98 
48 16.79 17.79 14.15 15.15 
49 17.92 19.03 15.30 16.41 
50 19.15 20.41 16.58 © anise 
51 20.49 21.91 17.98 
52 21.95 23.56 19.53 
53 23.56 25.37 21.23 
54 25.31 27.37 23.10 
55 27.23 29.55 25.13 





Juvenile Non-Medical Limit $1,000 


BOSTON — Juvenile non-medical 
limits have been increased by the Mas- 
sachusetts savings banks to $1,000, 
from $500. This applies to ages one 
month to 15 years. 





Write more accident business by sub- 
scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 


COMPANY MEN 


Divver has been promoted from assistant 
to associate advertising manager. 





Foan Gets Higher 
Post with U. S. Life 


Roy A. Foan has been promoted to 
assistant director of agencies. domestic 
field of U. S. Life. 
He will take over 
the direction and 
supervision of all 
agencies in the do- 
mestic territory. 

Mr. Foan_ has 
been in the insur- 
ance business since 
1929. He _ joined 
U. S. Life in 1937, 
and served succes- 
sively in the un- 
m derwriting and 

= —s agency departments 

of the home office. 

— Later he managed 
branch offices at Newark, Providence 
and Washington. Last May he returned 
to the home office as agency secretary. 


John Hancock Is Combining 
Its “Ad” and PR Units 


Creation of the department of public 
services, to comprise advertising and 
public relations activities, has been an- 
nounced by John Hancock Mutual. Ad- 
ministration of the new department will 
be under the direction of Robert P. 
Kelsey, assistant to the president, who 
for the past year has directed the public 
relations activities. 

James A. Peirce will continue as ad- 
vertising manager and Miss Margaret 








3 IN NEW POSTS 


Elbridge P. Bragdon, who has been 
appointed general agent at Harrisburg 
and supervisor for 
Pennsylvania, Mas- 
sachusetts and Del- 
aware, of Minne- 
sota Mutual Life, 
for the past four 
years has been su- 





perintendent of 
agencies at the 
home office. He 
has been with Min- 
nesota Mutual 
since 1930. 
Herbert Elston 





and J. Walter Glad- 
ders, newly ap- 
pointed superinten- 
dent of agencies, respectively will direct 
the work of general agents in hiring 


E. P. Bragdon 





J. W. Gladders Herbert Elston 


new men, and will direct field training 
for salesmen. 
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manager, has been appointed associate 
advertising manager. | 





New Mutual Life Trustee 


Clarence Francis, chairman of Gen- 
eral Foods Corp., has been elected a 
trustee of Mutual Life. He also is a 
director of Air Reduction Co., Chemical 
Bank & Trugt Co.,’ Mead Corp., and 
Northern Pacific Railway Co. 





W. M. Anderson, general manager of 
North American Life, Toronto, has 
been named a director. 





Write more accident business by sub- 
scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 
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ACCIDENT 


King Head of New 
Fla. A. & H. Assn. 


Complete organization of the Florida 
Assn. of A. H. Underwriters was 
effected at McAllister Hotel, Miami, 
this week. H. Barrett King, state rep- 
resentative of World, was elected presi- 
dent. Mr. King said the purpose of the 
organization is to band together general 
agents, salesmen and representatives of 
health and accident companies in Flor- 
ida to promote a better understanding 
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among doctors, hospitals, insurance men 
and the general publlic on A. & H. in- 
surance and allied lines such as hospi- 
tal, medical and surgical coverage. 


Other officers elected were C. E. 
Waller, Professional Ins. Corp., Jack- 
sonville; S. D. Winn, Reserve Life, 


Miami, and Paul Greene, Mutual Bene- 
fit H. & A., Miami Beach, vice-presi- 
dents; Miles P. Calver, Reserve Life, 
Miami, secretary, and L. Russell, 
Professional, Miami, treasurer. 

Details and plans for the midyear 
meeting of the National association, to 
be held at the Blackstone Hotel, Miami 
Beach, Jan. 8-10, were discussed. 





Announce Speakers for Sales 
Congresses in Southwest 


Speakers for the accident and health 
sales congresses to be held at San An- 
tonio Nov. 19, Houston Nov. 20, Dal- 
las Nov. 21 and Oklahoma City Nov. 
22 will include R. B. Smith, Great 
Northern Life, Oklahoma City, presi- 


dent National Assn. of Accident & 
Health Underwriters; O. J. Breiden- 
baugh, Indianapolis, executive secretary; 


Marion F. Houston, Washington Na- 
tional, Kansas City; D. Harlan, 
National Travelers Casualty president, 
San Antonio association, and Travis T. 
Wallace, president Great American Re- 
serve, Dallas. 


Gastil to Be Speaker 


The Accident & Health Producers 
Association of Los Angeles will hold its 
next meeting Nov. 25. Walter G. Gas- 
til, southern California manager of Con- 
necticut General ‘Life, will be the 
speaker. 





Stratton Cedar Rapids Speaker 


The Cedar Rapids Assn. of Accident 
& Health Underwriters heard S. L. 
Stratton, accident and health supervisor 
of Pacific Mutual, Los Angeles, speak 
on “Education for the Field Man in 
Accident and Health Selling.” About 
50 members and guests attended the 
meeting, which was one of the best turn- 
outs since the association was formed 
two years ago. 


AGENCY NEWS 


Name Kinsman Mutual Life 
Grand Rapids Ass’t Manager 


Mutual Life has appointed Arthur 
Kinsman of Big Rapids, Mich., an as- 
sistant manager at Grand Rapids under 
Manager C. S. Brown. He will su- 











pervise company organization in 17 
counties, with headquarters at Big 
Rapids. 


Mr. Kinsman joined Mutual Life in 
June, 1945, and has made a consistently 
high production record. He is a gradu- 
ate of Central State Teachers College. 





Langpaap Honor Guest 
at Martin Agency Dinner 


George Martin, San Antonio, south 
Texas branch manager for West Coast 
Life, was host to the members of the 
agency at a luncheon, with Otto Lang- 
paap, inspector of agencies, as honor 


‘Herbert L. McEwen, 


guest. Mr. Martin presented direct maj 
suggestions and Mr. 
briefly on the 
for the agent. 
to the importance of letting the Dros. 
pect feel that he has bought life insur. 
ance rather than being sold and the im. 
portance of completing the application 
in detail so that the issuance of policies 
may not be unnecessarily delayed, 

He visited Fort Worth, Abilene, Lyp. 
bock and Albuquerque before returning 
to the home office. 


importance of records 





Wilharm Speaks at Marion 


Herman Wilharm, supervisor of agen. 
cies of Ohio State Life, spoke on “Life 
Insurance as an Investment” and “Me. 
chanics of Social Security” at a meeting 
of the Marion, O., agency, of which F 
G. Siefert is manager. 


Ballard Celebrates Record 


A. J. Ballard Minnesota Mutual Life 
general agent, San Antonio, and Mr 
Ballard were hosts to the members gj 
the agency at a turkey dinner at thei, 
home. The agency as of October 3 
had paid for $2,500,000 as compare 
with $1,750,000 for the same period jg 


~ COMPANIES 


Independence Mutual Is 
New North Carolina Co, 


Independence Mutual Life of. Char. 
lotte has been licensed in North 
lina. fi. 
L. M. McEwen, Sr., is president; G 
McEwen, chairman; W. K. Sturdiyas 
George Davis 
vice-presidents, and L. M. McEwen, Jy 
secretary. ie 

The Sturdivant interests, with hey 
quarters at North Wilkesboro, recef 
became partners with McEwen Ass 
ates of Charlotte, Monroe and Mint 
in the new company. 

Paid in guaranty capital exceeds 
000 and advance premiums total $% 
Throughout the year, conditional ag 
cations for policies have been aceg 
by McEwen Associates, to be convél 
into regular policies upon the licen 
of Independence Mutual. J 

L. M. McEwen states that the new 
company will be operated entirely sep- 
arate from the burial associations oper 
ated by McEwen and Sturdivant inter- 
ests. Policies will be offered the gen- 
eral public and not restricted to burial 
association members. It will sell pure 
life insurance, payable upon death, to2 
stated beneficiary. A special premium 
collection plan is to be instituted which 
is designed to save money. 

The McEwen and Sturdivant bur 
associations were founded 15 years ago 
The aggregate membership is 125,00 
with more than $12 million in burial 
surance in force. j 

Executive offices will be maintaime 
at Charlotte, the present address beim 
507 East Trade street. Regional office 
will be maintained at North Wilkesboro 
and Monroe. 


Ky. Central Ups Capital 
A special meeting of stockholders of 


Kentucky Central Life & Accident ha 
been called for Nov. 12 to vote m4 
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ct to increase capital from $500,- 
Boe pa 00,000. This would be ac- 
records : fished by payment of’ the stock 
tention Fvjend of 10,000 shares of $10 par 
€ Pros. cw stock. Shareholders would re- 
—_ os one share for each 5 shares held. 
the im. F* ; 
lication rslonial Near 50th Year 


he President Richard B. Evans of Colo- 

e, Lub. i Life announces the company will 

turning iebrate its 50th anniversary next 
jyrwary and will publish an “Almanac 
tory’ for the occasion. 


nie an in Ariz. — 
agen peserve Lo 


n “Life Reserve Loan Life has been licensed 

id “Me. Arizona. William Wiegand, formerly 

meeting § Gatesville, Tex., has been appointed 

hich E yeral agent in Arizona with head- 
arters at Tucson. 


xkshire Life Campaign 
tal Life tye Berkshire Life field force is con- 
id Mrs ting its annual Berkshire boosters 
bers of upaign from Oct. 14-Nov. 27. R. 
at their well Stevenson, Pittsburgh general 
ober Ment, is campaign director. The sales 
mpared & the first 10 months of 1946 exceed 
eriod inf yolumé for any previous complete 
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hited Benefit Offering 


Fity thousand shares of $10 par 
memes Bye stock in the projected United 
nit Fire of Omaha is being offered 
$30 to managers, agents, officers and 
bloyes of United Benefit Life and 
stuval Benefit Health & Accident. 
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‘s¢1 GUARDIAN ° of 
TOMORROW 


nS Oper: 
it inter- 
he ger- 
0 burial Itis an unusual American who does 
ell pure not have as a primary goal—future 
ith, toa security for himself and his family. 
yremium@™ Yet perhaps nothing so universally 
d which@ desired is more impossible of attain- 

ment when the individual must de- 
t bur pend only on himself. 

But through life insurance such se- 

curity is available to everyone, and 
weat Provident have helped an ever- 
increasing number of Americans face 
the unpredictable future with confi- 
dence. For three decades we have 
been able to provide for the future 
scam curity of more and more people 
Ikesbor through a program of conservative 

growth .. . based on sound, safe, fi- 
nancial principles. 

If we are to be the guardians of 
tomorrow for yet more and more peo- 
ple, we must build for tomorrow. 
That is our planned course. 


THE PROVIDENT 
LIFE INSURANCE 
COMPANY 
BISMARCK, NORTH DAKOTA 
WESTERN OFFICE 


208 PLATT BLDG. 
PORTLAND, ORE. 
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SALES MEETS 











Clover and Jernigan 
Agencies in Joint Outing 


The three-day joint outing of the 
Wayne Clover Agency of Penn Mutual 
at Kansas City and the Paul Jernigan 
agency of Wichita, held at the Holiday 
House, Bagnal Dam, Mo., was attended 
by 21 from Kansas and 32 from Mis- 
souri who had qualified during a 60-day 
campaign in August and September. 
Many were accompanied by their wives. 

The program including talks on “‘Sell- 
ing Farmers” by District Agent W. C. 
Menchenstock, Oberlin, Kan.; ‘“Sen- 
tences That Close”, by Mildred Miller, 
Kansas City, and closing remarks by 
Mr. Clover on “Things Ahead’. A skit 
given by three members of the Kansas 
City office depicting a home interview 
was cleverly done. It was announced 
that Mr. Menchenstock, a returned vet- 
ehan had paid for more than $500,000 
since returning to the Jernigan agency 
last April 15. 


Franklin Life Holds Wis. 
Agency Meeting at Oshkosh 


Charles E. Becker, president | of 
Franklin Life; J. V. Whaley, vice- 
president and superintendent of agen- 
cies; F. J. O’Brien, director of sales; 
Robert Hesse, vice-president and re- 
gional manager; Eldor Seehafer, treas- 
urer; Trancis Mayo, secretary and 
counsel, and Gordon Erdman, state ac- 
countant, attended a two-day state 
meeting of about 100 Wisconsin agents 
at Oshkosh. Mr. Becker presided and 
was the principal speaker at the main 
business session. Mr. Whaley was mas- 
ter of ceremonies at the banquet. 

About 35 agents who qualified for 
membership in the Keystone Club by 
writing $100,000 or more of business 
held a dinner session with Phil Rad- 
datz, Oshkosh, as chairman. Fred 
Gates, Prairie du Chien, reported as 
president and George Anderson, Madi- 
son, as secretary-treasurer of the club. 


Midland Mutual ‘47 Rally 


Midland Mutual Life will hold its 
1947 convention at its new home in 
Columbus March 27-29. The qualifi- 
cation period will be from Nov. 1, 
1946, through Feb. 28, 1947. This will 
be the company’s first post-war meet- 
ing. 


” E. Lark’s Men Gather 


The central Pennsylvania division of 
Franklin Life under John E. Lark, re- 
gional manager at Sunbury, held a get- 
together at Lewistown with 50 mem- 
bers and their wives attending. 

James Hands, regional director from 
Indianapolis, spoke on “Franklin Prog- 
ress and Merchandising Methods.” 
Prizes were awarded to winners in the 
sales contest for the lifetime disability 
income contract. 


Regional Rally at Stamford 


A regional conference of managers and 
assistant managers of Mutual Life from 
New England and metropolitan New 
York areas was held at Stamford, Conn. 

Alexander E. Patterson, executive 
vice-president; Roger Hull, vice-presi- 
dent and manager of agencies; D. D. 
Briggs, superintendent of agencies and 
Ward Phelps, director of training, par- 
ticipated. 


Buys Sinking Fund Notes 


Minnesota Valley Canning Co. of Le 
Sueur, Minn., has sold $1% million of 
its 20-year 3% sinking fund notes to 
Mutual Life, which has agreed to ac- 
quire $1 million more of such notes 
prior to Dec. 31, 1947. Proceeds are 
to be used to retire the balance of a 
previous loan by Mutual Life, and to 

















GIVE YOURSELF A 
Chance ! 


Many capable and ambitious men are getting no- 
where simply because there's "'no place to go from 
here" in the companies they serve. The MINNE- 
SOTA MUTUAL LIFE INSURANCE COMPANY 
offers unending opportunities to the right men in 
an established and rapidly growing business. Boys 
from the ranks have recently been promoted to 
General Agents in the following cities: 


Corpus Christi, Texas Philadelphia, Pennsylvania 

Portland, Oregon 

Harrisburg, Pennsylvania San Francisco, California 

Oakland, California Seattle, Washington 
Spokane, Washington 


Denver, Colorado 


If you are contemplating a change, we think 
you'd like to know about your "real chance” 
at MINNESOTA MUTUAL. Why don't you 


drop us a line asking for full particulars? 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


ST. PAUL 1, MINNESOTA 




















finance anticipated expansion. 


e Life ¢ Accident Health 


e Annuities © Hospitalization 


© All-Ways 


BUSINESS MEN’S ASSURANCE COMPANY 


KANSAS CITY, MISSOURI 


W. T. GRANT 
Chairman 


J. C. HIGDON 
President 
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National Assn. of Manufacturers. The 
meeting will be held at the Hotel Astor 
Nov. 20. 

As club president Mr. Riehle succeeds 
President T. I. Parkinson of Equitable 
Society. 


NEW YORK 


RIEHLE TO INTRODUCE “IKE” 


At the first fall meeting of the Eco- 
nomic Club of New York, of which 
he is president, T. M. Riehle, general 
agent of Equitable Society in New 
York City, will introduce as guest of 
honor General of the Army Dwight D. 
Eisenhower. Speakers will be Treasury 
Secretary John W. Snyder and Presi- 
dent H. W. Prentis, Jr., of the Arm- 
strong Cork Co., former head of the 








YOUNGMAN WELL REPRESENTED 


The Arthur V. Youngman agency, 
New York City, was represented by 27 
members at the Mutual Benefit Life 
convention recently in Chicago. Three 
men who represented the agency before 
the war were among a special group of 
ex-servicemen honored at the conven- 








OPPORTUNITY . . . plus Security 


Tollica’s General Agents are building suc- 
cessfully because they can offer 


© A practical training plan that is developing 
successful agents. 


© A monthly compensation plan, with a 
liberal agency contract. 


© A Retirement Plan for agents that is second 
to none. 


Add to these, friendly Home Office coopera- 
tion, Life policies (par and non-par) to fit 
every insurance need from birth, plus a 
modern line of Accident, Health and Hos- 
pital policies. It is a charted road to success. 


Insurance in fore pune 30, 1946 $103,769,307 





OPERATING IN ILLINOIS, 
INDIANA, IOWA, MICHI- 
GAN, MINNESOTA, OHIO, 
WISCONSIN 












/nsurance Company ofAmenica 


1s. 
HOME OFFICE: MILWAUKEE w 





* HEALTH + HOSPITAL 





ing members of the delegation are ex- 
perienced agents who qualified for at- 
tendance through successful sales 
records. 

tion. Four new agents attended special 
sessions of the convention. The remain- 


RECORDS 


Midland Mutual—Paid for b 
the first eight months of this 
ceeded the production of any Year 
calendar year. Dre 


Tice & Jeffers, Columbus, hom 
agency, wrote more than $1 a 
October, a 40 year_ record fo 

agency, in honor of Herman p od 
dean of all Midland Mutual figg “Ml. 
now celebrating his 40th annjye iii 
with the company. ry 


National Fidelity Life—October v 
was the largest of any month in Ae 
Life business plus A. & H. and hog 
ization on a point basis, amount lof 
















HEADS NSLI STUDY IN N. Y. 

Harold W. Baird of Northwestern 
Mutual has been made head of a com- 
mittee of the New 
York City. ‘Tite 
Underwriters’ Assn. 
to study the prob- 
lem of National 
Service Life Insur- 























ance, as it applies $2,129,805. The October production 

to the peace-time dedicated to Bennett Taylor, gp, 
army restate ak a honor of his ies 

: : niversary wi e com 

The committee, wna tan-ten an pany. The slog 









heen loc 
port tha 
that 1t ¢ 
should © 
benefits. 
intereste 
status 
notice V 
tration { 
a fully 


whose members are 
to be selected by 
Mr. Baird, will 
carefully examine 
the outspoken rec- 
ommendations for 
confining NSLI to 
a strict indemnification program for the 
army made by Donald F. Barnes, di- 
rector of research and of veterans’ af- 
fairs National Assn. of Life Underwrit- 
ers, at a recent discussion of the sub- 
ject before the New York association. 


CHICAGO 


RAPPAPORT AGENCY DINNER 

W. M. Rothaermel, vice-president in 
charge of agencies of Pacific Mutual 
Life, will be host Nov. 13 at a dinner in 











ASSOCIATIONS 


Rutherford Active 
on West Coast 


James E. Rutherford, execttiye yj 
president N.A.L.U., on his gy 
through Pacific Coast states, spoke 
conferences of state and local asc 
tion officers in Los Angeles, Ses 
and Salt Lake City. The Los Ang: 
meeting drew association leaders fy 
southern California and Arizona andj 

+ Salt Lake meeting from Utah , 
Idaho. 
Attendance of 250 was recorded 








Harold W. Baird 
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the Edgewater Beach hotel, Chicago, Los Angeles. Attending were the pry obey 
tendered to the Rappaport general dent of the Arizona association, Ml ertifca 
agency of that city. The occasion will delegates and officers of the LoMxelley, | 
be presentation to the agency of the Beach, San Diego, Kern county, Sullchairma: 
John Henry Russell award for outstand- Barbara-Ventura counties, San faglowa; F 
ing agency building in 1945. nado Valley, Pasadena, Orange } one 


and Los Angeles association. 
Milwat 





NAME BATES SUPERVISOR At a luncheon, Deborah Lewin, j 
Edward B. Bates has been appointed eanor J. Green and Mary LaBelle aly 
brokerage supervisor for the Walls presented membership certificates in City ass 
agency of Connecticut Mutual Life in Quarter Million Dollar Round Ti atter 
Chicago. A graduate of University of by Mr. Rutherford. R. LL. Hoghe, Bail yorthe 
Chicago, Mr. Bates was with Mutual able Life of Iowa, vice-president Myignt, 
Life as a personal producer prior to the Angeles association, read the nameagiNew W« 











war. He saw 4% years service as an 51 new members and inducted thggthe Wis 
army pilot and staff officer in Europe, Who were present. Among this nu S keep 
and was awarded the Air Medal and was the 1,000th member. Without 
Distinguished Flying Cross. Released th : inspirati 
as a major in November, 1945, he has Other Two Mestings proven 1 
since been associated with K. B. Hollo- The Salt Lake conference was spgpsurance 
well, general insurance broker, Chicago. . sored by the Utah association, fF, Pittsh 
Kelly, Mutual Life, president, pgFayette | 

All-Industry Again to Meet sided and took part. A dinner metigg¥2, w 
¥ “9 wound up the conference. oa 


The next meeting of the all-industry 
committee has_tentatively been set for 
Nov. 30-Dec. 2 at New York. p 


At a luncheon meeting sponsored 
the Salt. Lake association, E, 
Home Life, president, and Frank ii 








MANUFACTU 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 

Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 853 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 295 MILLION DOLLARS 


RERS 


ley, Beneficial Life, national com TELL 
teeman, took part. | 

At the Seattle meeting, sponsored PR 
the Washington association, a dis GEN 


sion was held on the proposed regt 
tions for group insurance, wi 
consensus that the higher limits w 
drive insurance business that norm 
would be in the ordinary bracket 1 
group. 

Mr. Rutherford and Hugh S. Bell, 
tional trustee, led a two-day confere 
on association problems, assisted 
Clarence Hagstrom, state preside 
J. H. Carson, chairman Quarter Mill 
Dollar Round Table; Sanford Bé 
baum, Penn Mutual; Donovan Mo 
Union Central, and Paul Green, Att 

Tacoma was named host city for! 
Washington state sales congress 
directors of the Washington Assf. 
congress probably will be held in 4 
or May. 


Adopt Policy Resolution 


F 
The board adopted a resolution § F 
E 
R 


| IFE 


INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 


posing the sale of preferred risk po 
based on payment of lower comms 
to agents, and also a resolution of 
ing any move such as that pro 
the new state insurance code 
would tend to change the status 
commissioner’s records from? 
records, 

A desk pen set was presented 
Karl Krogue of Spokane in apprec® 
of his services as president. D.G 
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is Seattle general agent Minnesota 
iatual, was appointed education chair- 


mail. 
nial Security for Agents 
%-hmond Association Topic 


RICHMOND—Whether or not com- 
isioned life agents who are members 
{the Richmond Assn of Life Under- 
rites should apply for benefits under 
Hye social security act will be discussed 
ia special meeting Nov. 15. Sidney 
Ms dair, head of the Richmond field office 





















of the social security administration, 
ted Bill be on hand to answer questions and 
"ive any information desired. A special 
‘committee headed by Lewis I. Held, 
The slo voethwestern Mutual Life, which has 


pen looking into the question, will re- 
NN sort that the committee does not feel 
s 
live 















that it can advise whether the members 
should or should not apply for these 
benefits. Commissioned agents who are 
terested in establishing a fully covered 
tatus under social security must file 
otice with the social security adminis- 
ation prior to Dec. 1 in order to obtain 
, fully secured status. 























ectitive yy Nebraska Panhandle—The association 
+ Meeting at Scottsbluff, heard an address 
m physical examinations for life insur- 
8, Spoke@ ice by Dr. William Gentry of Gering. 
Cal asso A round table discussion followed his 
eles, SuifMutk, The next meeting will be held 
Los Angel Dec. 7. 
Detroit—W. Steele Gilmore, editor-in- 
zOna andiM@chief of the Detroit “News,” spoke on 
what Next in Germany.” Mr. Gilmore 
told of his experiences while traveling 
though the American occupation zone 
with a group of American editors. 
Quarter Million Dollar Round Table 
ertiicates were presented to Ruth M. 
Kelley, Manhattan Life, new Q.M.D.R.T. 



































unty, Sagichairman; Ruth Day, Bankers Life of 
San falowa; Florence E. Lorf, Penn Mutual; 

range nmMatilda Wells, Prudential, and Anna M. 

n Rozelle, Provident Mutual. 

lé Milwaukee—Plans are under way for a 

aBell ‘Biinner meeting Nov. 21, when Denis B. 

ADEN WH vaduro, special counsel of the New York 

icates in City association, will speak on “The Day 

ound Till tter Death.” 

oghe, EG Northeastern Wisconsin — Floyd J. 


Voight, agency director at Madison of 
New World Life and vice-president of 
the Wisconsin association, spoke at a 
luncheon meeting in Green Bay on “How 
to Keep the Milk Checks Coming in 
Without Doing the Chores.” He gave an 
inspirational and educational talk on 
proven ways and methods of selling in- 
surance in the rural areas. 

Pittsburgh—Speaker at a dinner of the 
Fayette County branch Nov. 12 at Union- 
town, will be Isabella J. Jones, Mutual 
Benefit. W. W. Stewart, general agent, 
Pacific Mutual Life, will speak at a din- 
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TELL ME MORE ABOUT THE SINGLE 
PREMIUM DEFERRED ANNUITY 
GENERAL AMERICAN LIFE WRITES 





I?s really liberal. Here are 
some of its features— 
First year dividend — 
First year cash value 
Elective retirement age 
Refund or no refund plan 


GENERAL AMERICAN LIFE 


INSURANCE COMPANY 
WALTER W. HEAD, Pres. St. Louis, Mo. 





ner of the Washington branch on Nov. 
13 in Washington, Pa. J. L. Obley, Penn 
Mutual, and Elmer W. Garvin, Jr., Metro- 
politan, will address a luncheon of the 
New Castle branch Nov. 14. Mr. Obley 
and C. Robert Schar, State Mutual ad- 
dressed the Butler branch at a luncheon 
meeting, 

Donald C. Blackwood, supervisor of 
Penn Mutual, who was master of cere- 
monies at the Butler meeting will act in 
the same capacity at the New Castle 
meeting. 

Bay City, Mich.—At a special meeting 
the coming week members will offer 
their services assisting servicemen in 
converting their National Service Life 
policies to a permanent basis. 

Waycross, Ga.—A new association has 
been organized with W. I. Pirkle, presi- 
dent; Paul Garrison, secretary; Irwin 
Richardson, treasurer. 

Blackwell, Okla.—James Booth, Equi- 
table Society, Oklahoma City, addressed 
a joint meeting with Ponca City associa- 
tion on benefits to be derived from mem- 
bership in the National association. 

Oklahoma—Kenneth L. Aldrich and 
James P. Blake were speakers at the 
weekly radio broadcast Nov. 1, the fifth 
of a series of 18, sponsored by the asso- 
ciation. The subject was “What Is Done 
with the Premium Dollar.” 


“Mickey Mouse” Dollar 
Big Philippine Problem 








(CONTINUED FROM PAGE 2) 


5. He said when he visited Singapore 
on his way home he found the same sit- 
uation to be plaguing the British com- 
panies, and the same was true in many 
other formerly occupied countries. 


Precedents of Civil War 


Mr. Gardner recalled that during the 
American civil war Confederate cur- 
rency became more and more debased, 
so that at the end of 1864 40 to 50 
“dollars” possessed only the purchasing 
power of $1 in lawful U. S. currency 
and after the Confederacy’s defeat the 
notes became worthless. He said that as 
a result of litigation it was established 
that Confederate currency was held to 
be an illegal curréncy but that transac- 
tions voluntarily completed in Confed- 
erate “dollars” were held terminated and 
closed and not subject to further judi- 
cial review. 

As to ordinary contracts and debts, 
it was held that though they were in- 
curred in terms of this illegal currency 
they were not illegal but should be en- 
forced in accordance with their terms, 
the courts giving judgment in lawful 
U. S. dollars for the amount found to be 
the true value, in terms of lawful money, 
of the Confederate currency in which 
the debt or contract was expressed or 
used as a standard of values. 

It was in an effort to get these prin- 
ciples incorporated into Philippine law 
that the sliding scale proposal was de- 
vised, 





Moore Regional Manager 
for Stotz at Lansing 


Russel H. Moore has been named re- 
gional manager at Lansing, Mich., of 
the central division of the Raleigh R. 
Stotz (Grand Rapids) agency of Mutual 
Benefit Life. 

Mr. Moore has been a large and con- 
sistent producer for a number of years 
of Ohio National Life. A graduate of 
the University of Michigan, where he 
obtained his master’s degree in business 
administration in 1932, he started with 
the Ohio National in 1931, while still in 
school. He recently completed an ex- 
tensive post-graduate course in estate 
analysis, taxes and pension trust service. 
He is a past president and national 
committeeman of the Lansing Life 
Underwriters Assn. and has been active 
in state association work. 


With National Life of Ia. 

B. J. McBride, who has represented 
Kansas City Life in Walla Walla, Wash., 
for eight years has been appointed gen- 
eral agent there by National Life of Des 
Moines, 








A THREE-FOLD 
RESPONSIBILITY 


Today’s career life underwriters are faced with a 


three-fold responsibility. 


1. To bring to as many American homes as 
possible the benefits of adequate life insurance 
protection ; 


2. To cooperate as a part of the institution of 
life insurance to combat inflationary talk and 
tendencies; 


3. To counsel with all war veterans and urge 
that they retain their National Service Life in- 
surance. 


Upon the execution of this three-fold responsi- 
bility today depends, to a great extent, the 
prestige and increased usefulness of tomorrow’s 
career life underwriters. 


Equitable Life of lowa 
Founded 1867 


HOME OFFICE DES MOINES 














United Life and Accident 


Insurance Company 
CONCORD, N. H. 





Policies Designed to Help the Agent 


HEALTH BENEFITS... 
$200 for 50 months beginning 30 days from date of 
total disability from sickness. 
Non-cancellable — Non-proratable. 


ACCIDENT BENEFITS ... 
$200 for 50 months from first day of total disability. 
Non-cancellable — Non-proratable. 


HOSPITAL BENEFITS ... 
$200 for 3 months from first day of total disability, 
either by accident or sickness. 
Non-cancellable — Non-proratable. 


LIFE BENEFITS ... 


Double, Triple Indemnity—Waiver of Premium. 


Policies Are What the Public Wants and NEEDS 





_ For Details Write 
WILLIAM D. HALLER, Vice Pres. and Agency Mgr. 
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New Supreme Officers of 
Society Assume Posts 


Mrs. Anna M. Cooley of Chicago and 
Mrs. Nellie A. Mercier of Perryville, 
Mo., have taken their new posts as su- 
preme officers of Royal Neighbors, Rock 








Mrs. A. M. Cooley 


Island, Ill. The appointment of Mrs. 
Cooley as supreme receiver to succeed 
Mrs. Bessie Hayden, Lowell, Ind., who 
retired recently was announced. 

Mrs. Mercier was elected a member 
of the board of supreme auditors at the 


SERVICE BASED ON 
PLUS VALUES 


A member of Royal Neighbors 
of America recently evaluated 
her membership in the society as 
follows: “I value my member- 
ship m Royal Neighbors of 
America because for 35 years I 
have had safe insurance protec- 
tion, the fellowship of our so- 
ciety and am assured a home in 
my declining years.” 


Mrs. N. Mercier 








The Royal Neighbor home 
and fellowship are but two of 
the PLUS values of Royal 
Neighbor legal reserve fraternal 
life insurance. The other PLUS 
values include a real fraternal 
spirit and program, camp activi- 
ties, fraternal aid from a special 
fund, a free health service and 
the Royal Neighbor magazine. 


These features, beyond the 
realm of protection, make it pos- 
sible to describe the service of 
Royal Neighbors of America as 
“Life Insurance with a Heart”. 


ROYAL NEIGHBORS 
OF AMERICA 


SUPREME OFFICE, ROCK ISLAND, ILL. 











Ciaims Paid 
Since 
Organization 


$50,893,078 


SUPREME FOREST 
WOODMEN CIRCLE 


° Omaha, Nebraska 














supreme camp of Royal Neighbors in 
Cincinnati, succeeding Mrs. Esther E 
Simmons, Springfield, Mo., who was not 
a candidate for reelection. 

Both women formerly were in_ the 
Royal Neighbors field department, Mrs. 
Cooley being Illinois state juvenile or- 
ganizer and Mrs. Mercier serving as a 
Missouri district deputy. They long 
have been members of Royal Neighbors 
of America and have filled various camp 
offices. 


A.O.U.W. Congress Holds 
Meeting at Wheeling, W. Va. 


The Ancient Order of United Work- 
then congress was held Oct. 25-26, at 
Wheeling, W. Va., with round table 
discussions on war veterans and their 
needs, reserves for contingencies and 
for lower interest basis, investments, the 
lodge, the junior department, field 
work, selection of risks, and the sup- 
posed uniformed fraternal code. 

J. C. Heineman, grand master work- 
man A.O.U.W. of Minnesota, is presi- 
dent of the congress and presided. This 
organization is a medium for discussions 
of common problems and interests of 
representatives of the various A.O.U.W. 
societies in a number of states. Helen 
O’Brien, Enumclaw, Wash, A.O.U.W. 
of Washington, is vice-president and 
J. F. Fogarty, Seattle, also of that so- 
ciety, secretary-treasurer. The finance 
committee chairman is Minor Boyd, 
A.O.U.W. of Fargo, N. D., and the law 
committee chairman J. J Mulready of 
the same society 


McRae Ga. Congress Head: 
Mrs. Bender Speaks — 


ATLANTA—The Georgia Fraternal 
Congress at its annual convention here 
elected William G. McRae of Atlanta as 
president. Other officers are: E. T. 
Williams, Woodmen of the World Life, 
vice-president; Mrs. Elizabeth Mc- 
Waters, Woodmen Circle, second vice- 
president; T. M. Smith, United Na- 
tional, chaplain; and W. H. Price, Pre- 
ferred Life, sergeant-at-arms. 

Mrs. Clara B. Bender of St. Paul, 
the new president of the National Fra- 
ternal Congress, spoke on “Fraternity 
in Action,” as the aim of the organiza- 
tion throughout the country for the 
next year. 


Hubbs Tenn. Congress Chief 


MEMPHIS—H. C. Hubbs, state 
manager Ben Hur Life, was elected 
president of the Tennessee Fraternal 
Congress at the annual meeting here. 
R. H. Abernathy, Nashville, was elected 
vice-president, and Mrs. Pearl I. 
Rhoads, Memphis, reelected secretary- 
treasurer. The next meeting will be 
held in Nashville. 

Commissioner McCormack addressed 
the congress. He was accompanied 
from Nashville by John B. Cobb, Da- 
vidson county court clerk, legislative 
chairman of the congress. 


I.0.F. Holds Big Rally 


Provincial and state managers of the 
Independent Order of Foresters from 
all parts of the United States and Can- 
ada held a three-day conference. in 
Toronto, the first gathering of its kind 
in the society’s history. Tom Robert- 
son, past supreme ranger and super- 
intendent of field work, presided and 
Victor Morin of Montreal, supreme 
chief ranger, gave a talk. 

Field problems in all phases were dis- 
cussed and plans for future develop- 
ment explained. A large class of new 
members was received at a rally in the 
assembly hall. of the Temple building, 











‘!home office of I.O.F., and ritualistic 


exercises were conducted by H. L. 


Steele of central Oontario. 





McCabe North Star Iowa Manager 


DES MOINES—Ellis McCabe has 
been appointed state manager by North 


Star Life of Elgin, Ill, to succeed 
Clark E. Moore, who resigned to join 
Northern Trust Insurance Co. 





Mo. Women to Gather Nov. 17-19 


ST. LOUIS—The Missouri state 
convention of Woodmen Circle will be 
held here Nov. 17-19. Mrs. Dora A. 
Talley, national president, is expected 
to attend from Omaha and give a talk. 





Crucial Period in 
Life Insurance 
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on Oct. 31 the membership of that or- 
ganization stood at 47,824. 

Kenney E. Williamson, Massachusetts 
Mutual general agent in Peoria, presi- 
dent Illinois assn., presided and intro- 
duced distinguished guests, among 
whom were Director Parkinson, Mr. 
Barnes, J. D. Moynahan, Metropolitan 
manager, Chicago, an N.A.L.U. trustee, 
and Raymond Olson, president Mutual 
Trust Life. Mr. Parkinson flew down 
from Chicago to pay his respects to 
Mr. Hobbs at the state meeting and 
dinner. 

In the association conference, which 
continued over two days, Charles F. 
Axelson, Northwestern Mutual, Chi- 
cago, former state president who for 
many years has handled legislative and 
department matters in Springfield for 
the state association, told how to get 
this work done effectively. Phil Hobbs 
pointed out that for four years the ordi- 
nary agent came under the unemploy- 
ment compensation section of social se- 
curity in Illinois, but due to Mr. Axel- 
ro activity this situation was recti- 
ed. 


ILLINOIS ROUND TABLE 








Director Parkinson, gave some com- 
ments on insurance supervision. 

Don Barnes and Mr. Moynahan sat 
at the head table and took part in the 
discussions. . The N.A.L.U. model 
qualification bill came up for discus- 
sion. Another subject was the defining 
of group insurance. The N.A.L.U. 
leaders see a trend to mass life insur- 
ance selling which is a threat to the 
individual agent and his business built 
up on personal sales. The feeling is 
that there should be some restrictions 
as to classes of risks that can be writ- 
ten under group insurance. 

Leo G. Rapp of Prudential in Chi- 
cago was elected president of the IIli- 
nois Round Table at its annual luncheon 
meeting, He has been vice-chairman. 
F. Erle Cavette, Masgachusetts Mu- 
tual, Peoria, was nominating chairman. 
Harold H. Hensold, Northwestern Mu- 
tual, Danville, was named _ vice-chair- 
man, and Sherman Whitmer, National 
of Vermont, Bloomington, becomes sec- 
retary-treasurer. 





—— 
Mr. Rapp succeeds Kenneth 1 
Penn Mutual, Springfield, and has 
vice-chairman. Mr. Hensold has p. 
secretary-treasurer. Mr. Cavette .4 
one of the founders and is pagt 
man. : 

George J. Laikin of Chicago, ta, 
torney who formerly was special] he i 
ant to the U. S. attorney-general -Mi 
the tax division, spoke on “Some 
portant Problems in Estate Planning* 
telling of some important decision 
and their effects. 

Nate J. Brown of Berwyn, IIL, Met, 
politan debit man, told how he regoly 
on a Pacific island during the war 7 hi 
do a better job of selling life insurangi: 
He discussed especially selling jg the 
home. 


Choose Speakers By Lot 


An interesting feature was a round 
table on sales ideas that are clickin 
today, participated in by agents chos: 
by lot from the floor. Those who Dre. 
sented their ideas included T. A. Laye 
Northwestern Mutual, Joliet, past sta 
president; Walter Gruvent, Rockfogi 
Joseph Huffman; Warren Richa 
Champaign; Joseph Londeno; Nate | 
Brown, Metropolitan, Berwyn; Mill’ 
Keil, Prudential, Springfield; Richay 
C. Malone, Prudential, Freeport; By 
Bloch, Equitable of Iowa, Peoria; Wj 
C. Maibach, Connecticut Mutugj 
Peoria. 


How to Build 
Up Prospects 
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for a machinery company is calling w 
him, he always tries to follow up by: 
obtaining references. One simple wa } 
of building good will that he used wa id 
to send business to his policyholder | 
and friends. os 
Still another source of good pro inde 
pects, he said, is new businesses start CU“ 
by a few men. He achieved excellent oe 
results by introducing himself to a maf.. rt 
starting an advertising business wtf sl, 
one assistant; by calling at a paper mag™"t } 
ufacturing company with eight assstg™at t 
ants, by approaching partners in @ employ 
advertising agency where one man hat contrib 
dled new accounts and two others sent! on 
iced old accounts. {ax on 
Moderator of the discussion was Har 
old N. Sloane of Prudential. These ses 
sions on fundamental selling skills at 
sponsored by both the New York (iy 
Life Underwriters Assn. and Life Sr 
pervisors Assn. of New York. 
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Siegrist Agency Meets 

Marshal Sims, superintendent of Cor 
tinental Assurance, and Robert Bet should 
educational director, conducted a fellfftions v 
meeting of the D. C. Siegrist generdlgto be « 
agency at Peoria while in attendance ago! the | 
the annual sales congress and stato wha 
meeting of life men there. There wasifie said 
luncheon and afternoon open forum se*gvew ta 
sion. likely 
amount 
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bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION § \. 
Organized in 1898 ‘oh? 
Forty-Five Years of Insurance and Fraternal Service 


Home Office—Praetorian Building—Dalias, Texas 
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« - * = of progress is slight. He advises decid- put off until tomorrow what can be done 

+e ‘i Hold Big Pension American Selling ing what can and should be done in the today. Agents must fight constantly 
4 be Dee 3 fi Ss order it is to be done. Immediate and against the backward pull of inertia. ] 

a_i _ Dee, Parley at Phila. Virtues Featured’ intermediate objectives pointed toward Charles R. Fink of New York Life 

ette was chairman in the morning session 
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eo necessary. When letters are received 
Bom pensioners they should be pub- 








jicized. cr Be : 
If the employes contribution rate is 
changed because of pay increase, it is 
yell to have a letter from the industrial 
relations director or _another executive 
9 to him congratulating him and telling 
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im that his future pension plans will in- 
orease accordingly. ; 

Other means of keeping employes 
contented with the plan would be td 
“Baivertise it in the press. Employes are 
proud to see their plan advertised and 
are encouraged to boast to their friends 


about its benefits. 
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GOVERNMENTALATTITUDE 


Herman C. Biegel of the Washington 
aw firm of Alvord & Alvord, discussed 
“Governmental Attitude Toward Retire- 
ment Plans.” Mr. Biegel reviewed the 
government’s stand since 1942. 

He noted that there has evolved a set 
of standards for a qualified plan or 
trust. Today four years after the rev- 
ue act, there have been 10,000 cases 
ad he said “we can begin to discern 
the periphery of the area in which plans 
and trusts must fall to conform to the 
gvernment’s attitude toward retirement 
programs, which are acceptable for tax 
purposes.” 

Since 1942 the government has 
changed its attitude and it is no longer 
adequate merely for the employer to be 
interested in doing something nice for 
employes. Instead, the government is 
interested in knowing about the plan: 
Does it cover a representative group? 
Does it discriminate against employes 
excluded? Are all employes covered 
being treated fairly? 

These are legitimate inquiries, Mr. 
Biegel declared, because the govern- 
ment is according favorable tax treat- 
ment to qualified plans by giving the 
employer a current deduction for his 
contribution, by exempting the fund it- 
slf on its earnings and by deferring the 
tax on the employe. 
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Financing the Plans 


“Financing the Retirement Plan” was 


aelphia law firm of Towers, Perrin, 
Foster & Crosby. Mr. Shreiner illus- 
trated his talk with about 20 slides. 

He emphasized that good retirement 
plan practice dictates that conservatism 
should guide the selection of assump- 
tions which will determine the amount 
to be deposited in the fund. The cost 
of the plan will be the same regardless 
of what assumptions have been made, 
ie said, but if there is a conservative 
view taken, the initial deposit will more 
likely be adequate and of sufficient 
amount to start earning greater interest. 
The true costs: of a retirement plan 
ate the amount of benefits provided plus 
tost of administration, less the amount 
of any employe contributions and inter- 
tst earned on the funds, he said. How- 
tver, the costs of plans are determined 
Primarily by the design and not the 
method of financing which is used. The 
highest cost will be for those plans pro- 
ding the greatest benefits. 
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Kurth Named at Detroit 


Douglas E. Kurth has been appointed 
sistant general agent of the life de- 
partment of the E. H. McFarland 
psency of North American Accident at 
Detroit. 

Mr. Kurth started in the insurance 
usiness with the Automobile Club of 
Michigan in 1937. Two years later he 
boned Northwestern Mutual. That year 
¢ became a claim adjuster for Auto 
Owners of Lansing. He joined North 
Metican on Oct. 1 of this year. 














reviewed by J. H. Shreiner of the Phil- . 
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needs best are met by some form of in- 
dustrial insurance, he said. As long as 
that need exists, industrial will have an 
important place. 

Mr. Kelly expressed regret that this 
form of insurance had become known 
as industrial. This was a good descrip- 
tive word when the form started in Eng- 
land in 1853, and when it was introduced 
in this country in 1875, for there was 
widespread lack of thrift among work- 
ing people. These people were led to 
protect and save by the small weekly 
premium. 


Provisions Now Liberal 


Over the years, industrial insurance 
was liberalized until now it is much 
similar’ to ordinary, he said. 

Mr. Kelly finds industrial in many in- 
stances the ideal clean-up policy. The 
proceeds are paid promptly, often with- 
in a few hours after death.. It also has 
a place in the lives of children, he said, 
for a small policy on the child would 
defray part or all of the cost in case of 
the child’s death and permit the father 
to place the bulk of his funds in protec- 
tion on his life. Weekly premium poli- 
cies on the wife serve the same purpose. 

The industrial agent is a very useful 
citizen, Mr. Kelly pointed out, because 
he gets into the home, learns a great 
many facts about the families on his 
debit, which permits him to be of 
greater usefulness, even when writing 
ordinary insurance. He is an important 
public relations medium for the com- 
pany. 

Fred A. Merrell of Chicago, field 
training instructor of Metropolitan in 
the midwest, gave an interesting talk on 
working toward definite goals. First the 
agent must set up goals, for this reduces 
aimless, haphazard effort to a minimum. 
To do so he must determine what he 
is working for, what he wants in life; 
he must take inventory. 


Advises Checking Steps 


Sometimes the immediate job scems 
so big that the agent loses sight of his 
ultimate goal. He should check every 
detail of his work and compare actual 
performance with his goals and what 
he feels capable of doing. He should 
set up standards of performance; de- 
termine the reasons for progress or the 


lack of it. 
There must be a plan, Mr. Kelly 
No plan will get the agent 


stressed. 
no place. With a bad plan ,the chance 


the ultimate goal should be set up. The 
agent should list the knowledge, atti- 
tude, skills and work habits necessary 
to achieve the desired performance, De- 
cide, he said, when, where and how. to 
do what has to be done. Then the plan 
should be put to work. The final meas- 
ure of success is in the actual perform- 
ance. There should be periodic checks 
on accomplishment. Never make excep- 
tions; never depart from the plan; never 


and Howard E. Rinehart, Prudential, 
Perioa Assn. president, was afternoor* 
chairman. The ballroom was completely 
filled. It was estimated about 300 indus- 
trial agents were there. J. M. Clark, 
Peoria general agent John Hancock, had 
80 agents at the congress. 





aet the “vital statistics’ of your busi- 
ness—a new “Little Gem” from THE Na- 
TIONAL UNDERWRITER. 
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| want my Mommy! 


Don’t worry, Mickey. Through The Maccabees, Daddy 
guaranteed to you life's most precious gift—Mother's 


time. 


Life insurance selling is a dignified and profit- 


able profession. 


dependents, education for children and pensions for 
the aged. The financial compensation to you is 
exceeded only by the wealth you create for your 


clients. 


If you are interested in this profession of 
unlimited possibilities, address inquiries to 
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in recruiting this should be pointed out 
to the new man. There is a great thing 
that has to dawn on the American pub- 
lic—the meaning of high taxes and low 
Setraest, and how life insurance fills the 
ill. 


Greater Knowledge Needed 


The new agent today must know far 
more than in years past—about taxes, 
etc. The meaning of high taxes and low 
interest, he said, involves the magic 
words “deferred income.” In selling, 
the proposals should stress the need for 
deferred income—annuities, retirement 
income contracts. 

Mr. Schwemm said in future a great 
deal of life insurance will be bought 
with capital, by selling property, stocks, 
bonds, etc., to pay the premium; also a 
great many well-to-do people will take 
money from the high tax bracket to pay 
the premium on life insurance. 

High taxes do something for a man 
in selling cleanup insurance, for if he 
hasn’t money in the bank for cleanup, 
every dollar used for the purpose is net 
after taxes—perhaps it represents $1.20 
earned dollars. Life men should talk to 
their prospects about spendable dollars 
as compared to earned dollars. The man 
either must provide to tax free dollars 
for his wife when he dies by earning it 
and paying the tax, or by life insurance. 
The life companies put tax-free dollars 
in his estate. Life insurance dollars are 
not only tax-free, but they are bought 
on the instalment plan and perhaps the 
policyholder never pays anywhere near 
the full face amount, but only 5 or 10%. 

Money at work today is not doing well 
at all, Mr. Schwemm said, and the av- 
erage man never will earn enough estate 
to retire on unless he “annuitizes” his 
earnings. Only through life insurance 
now can a man create an estate that 
didn’t exist yesterday. 


Trend to Counselor 


The problem is high wages and high 
prices, on one side, and on the other is 
{ow interest. The solution is more life 
insurance and more annuities. The good 
life insurance man of the future will be 
more of a counselor than a salesman, 
and the public will go to him voluntarily 
for choice on their estate matters. 

Mr. Schwemm also discussed juvenile 
insurance. In his agency the average 
juvenile case is larger than the average 
adult case even though: the latter figure 
is about $6,500. One of Mr. Schwemm’s 
agents last year placed juvenile insur- 
ance totaling about $45,000 of annual 
premiums. There is a tremendous need 
for this coverage because of current con- 
ditions, Mr. Schwemm said, and it is the 
hottest market in America today. He 
predicted the agent who tries it ener- 
getically will sell four out of five pros- 
pects interviewed. 

Another topic which he took up, also 
related as were the others to the situ- 
ations created by outside influences was 
business life insurance. It is practically 
impossible today for a business to pay 
off a capital obligation out of income, 
Mr. Schwemm said. High taxes are 
making endowment contracts very at- 
tractive. Social security is a great aid 
in selling life insurance today. 


Points Out Obligation 


Planned life insurance always will pay 
off well to the competent agent, he said. 
There is a great obligation today be- 
cause of the options in the old policies 
which bear higher interest rate. Old 
options are better from a programming 
standpoint; options in the newer poli- 
cies are better for the sales factor. The 
testamentary trust has some very defi- 
nite tax advantages, Mr. Schwemm 
noted. 

Before long there will be a lessening 
in the soft-goods industries and so it is 
time, he said, to direct agents’ attention 
to the hard goods industry. There is 





need for increased activity in life insur- 
ance selling. “I am against planned 
scarcity in life insurance,” he said. “I 
believe in abundance. More calls; more 
interviews; more life insurance placed 
in force.” 

It is easier today to sell on referred 
leads or cold canvass. There is not so 
much life insurance being sold through 
friendship today as in the past; there is 
much more sold by ideas. There must 
be intensification of the job per family 
unit, because otherwise the agents will 
run into mass selling of life insurance 
before long, Mr. Schwemm believes. 


Chicago Accommodations for 
N.A.LC. Visitors Arranged 


Accommodations in Chicago Dec. 7? for 
persons going through to the midyear 
meeting of N.A.I.A. at New York City 
Dec. 9-11 again this year as for many 
years are being arranged by Arthur G. 
Smith, deputy of the Illinois depart- 
ment in charge of the Chicago branch 
office. 

In years past, headquarters for the 
day were maintained in Hotel La Salle, 
but the hotel temporarily is closed due 
to the fire, and so Dec. 7 the headquar- 
ters will be in the Illinois department 
office, Board of Trade building, 141 
West Jackson boulevard. 

Some space has been secured by Mr. 
Smith on the “Advance Commodore” 
leaving at 2:30 p. m., C.S.T., Saturday, 
Dec. 7. He asks that individuals or 
groups routing themselves through Chi- 
cago who desire to join the party com- 
municate with him at once at the above 
address. 


Wichita Agency Honored 


Will S. Thompson, president; Frank 
A. Hadden, vice-president and secretary; 
A. E. Joens, assistant secretary; Dr. A. 
E. Gardner, medical director, and J. O. 
Wood, agency director of Great Amer- 
ican Life, Hutchinson, Kan., were guests 
at a dinner given by Al Anderson, 
Wichita agency manager. Members of 
the agency and their wives were guests 
in recognition of the production record 
of the agency the past year. President 
Thompson was the principal speaker at 
the dinner. 


J. W. Clegg Marks 55th 
Year with Penn Mutual 

















JOHN W. CLEGG 


John W. Clegg, past president of 
N.A.L.U. and member of the Reese 
agency of the Penn Mutual in Phila- 
delphia, marked his 55th year with the 
company Nov. 1. 

Mr. Clegg began with Penn Mutual 
as a clerk in the department of secretary 
and treasurer and shortly entered the 
sales force. He is past president of the 
Philadelphia association, is a life mem- 
ber of the Million Dollar Round Table 
and a member of the Philadelphia Life 
Insurance & Trust Council. 








Deferred Annuity 
for Key Men Urgeq 
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the tax status of the employe, a 
time the right to the income beta 
fully vested, that is without any . 
attached. " 
The danger which tax counsel fear 
the probability that the income tax 
fall due in the year that the valye, 
the annuity fully vested in the em fo 
For example, if the employe had a 
monthly annuity and the then valye y 
say, $60,000 at age 65, this whole g 
might become subject to personal ; 
come tax, all in that one year en 
though the employe had no right 4 
anything but the income for fife 
even though there was no death resid 
after death following retirement. 
Of course tax counsel distinguish 4 
situation from a case where there js, 
such employment agreement, and 
employer voluntarily elects to proyj 
the executive with a pension after » 
tirement, merely at his pleasure and, 
of his payroll, or where the emply 
elects to buy an annuity policy (or 
tirement income policy with insuraned 
payable to and owned by the employ, 
In the latter type of case the empl 
is subject only to an income tax on 
annuity income as he gets it and 4 
employer takes a deduction on each 
nuity payment when paid, with limit 
death benefits free of income tax to 4 
widow. 
















































































































Offers New Idaho Provision 


Taking the draft of the life age 
qualification law and license bill pn 
posed by the N.A.L.U. and modi 
ing it to embrace all life agents, Con 
missioner McMonigle of Idaho } 
proposed a new life insurance chapter 
the Idaho code which will complete 
replace Chapter 10 of the present co 
adopted in 1943. It requires a st 
license for agents whose compensatig 
is On a commission basis and requir 
no license for those who are compe 
sated on a salary basis. 

In either case the agent may repr 
sent an insurance company, mute 
benefit association or fraternal, 
written examination given by a dep 
ment employe at the discretion of t 
commissioner is authorized.  Cetti 
cates of authority, required for the cos 
panies at a rate of one for each ag 
of the company in the state are $3 cal 
for one year, the licenses cost $8 { 
each two-year period. 


HERE'S YOUR OPPORTUNIT! 


Experienced debit man—on wu 
usual opportunity available t 
an experienced man to write Lit 
Insurance on salary deductiot 
plans already in effect to prd 
pects who carry our Health am 
Accident Insurance. Salary pli 
commissions. Applications Wi 
be treated confidentially. 





Apply by letter giving full deta 
to Box J-1, The National Unde 
writer, 175 W. Jackson Blvd. i 
cago 4, Illinois. . 











j 





Progressive Midwestern Life Company # 
ning to develop Health and Accident 
ment. Wants man capable of taking ¢ 
Write giving qualifications and salary 

Address J-8, The National Underwriter, i 
Jackson Blvd., Chicago 4, Illinois. 






















fs er ee oe ee oe ee eee 






iber §, 


ity 
ged 


oye, at th 
1€ becons | 





Nsel fear | 
Me tax y 
1€ Value 
ne Employ 
} had a 
| value y 
ersonal 
year, ey, 
0 right 
or life a 
sath resid 
nent, 
Inguish thi 
there is) 
t, and ¢ 
to provi 
n after 
ure and o 
1e empl 
licy (orn 
insurance 
€ employy 
he emplo 
tax on th 
it and th 
yn each 
vith limite 
» tax to th 











‘OVISI0N 
life ager 
e bill pr 
id modif 
ents, Con 
Idaho t 
> chapter 
complete} 
resent coi 
es a st 
mpensatig 
nd requir 
re comp 


may repr 
ry, mute 
aternal, 

y a dep 
tion of t 
1. Cert 
or the con 
each age 
are $3 cil 
ost $8 it 





TUNITY 
—dcan ul 
lable ‘ 
write Lil 
eductio 
to pros 
alth and 
lary pls 
ions W 
? 








General Agents, Managers, Personal Producers! 





| II. 
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. Introduction 
. Development 
. Measuring Rods 


. Environmental 11. 
. Economic 


12. Applicant — 15. 
13. Beneficiary 16. 
14. Agent 37. 








Tells the Whole Story! 





824 Pages — 34 Chapters! 
Principles 


5. Accident Insurance 
6. Health Insurance 


Hereditary 10. Physical 
Habits & Morals 


Personnel 


Doctor 
Inspector 
Underwriter 
18. Claim Man 


IV. Impairments 


. Alimentary—Mouth and Gullet, Stomach and 


Bowels, Liver and Gallbladder, Pancreas 


. Cerebrospinal—Brain and Spinal Cord, Nerv- 


ous and Mental, Suicide and Presuicide 


. Circulatory—Blood, Bloodvessels, Bloodpres- 


sure, Heart 


. Respiratory — Nose and Throat, Lungs and 


Bronchi, Tuberculosis 


. Genitourinary — Urinary Tract, Pelvic and 


Puerperal, Venereal 


. Structural—Bone, Joint and Muscle, Deformi- 


ties and Defects, Skin and Breasts 


. Miscellancous—Biochemical, Endocrine, Poi- 


sonings, Infections, Tumors, Eye, Ear, Orphans 


Plans 


26. Nonmedical 30. Annuities 

27. Reconsideration 31. Industrial Ins. 

28. Reinsurance 32. Group Ins. 

29. Hospitalization 33. Unemployment Ins. 


Postscript 34. Standards and Tests 





Complete—Authoritative—Understandable 


4. Impairment Incidence 
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Note What this Field Man 


‘says about 


RISK APPRAISAL 


by Harry Dingman 


“T cannot speak too highly of the new book Risk Appraisal 
which I recently purchased. You may be interested in a 
case which was closed yesterday. 


“This risk was rated $100.00, on a $10,000.00 case. It was 
also rated an additional $102.50 for a disability, making a 
total of $418.00 for a case which regularly would cost only 
$215.50. 


“This was the highest rated case in the history of our office 
and believe me I was on the spot. I read the report of his 
particular ailment in the book and I am sure it was not my 
salesmanship that sold the man. It was only because I had 
purchased the book and had it available that I made the 
commission.” 


Signed by a Leading Producer of Denver, Colorado 


As many thousands of insurance men now know, Risk 
Appraisal covers all the modern principles and practices of 
the acceptance of personal insurance risks—both Life—and 
Accident & Health. See accompanying list of 34 chapters. 


Helps Place Rated Business! 


When you have a rated case—turn to Risk Appraisal! 
Show it to the prospect. It explains why the rating is neces- 
sary. Often it will sell the business.. Risk Appraisal defines 
each impairment, is carefully cross indexed and each subject 
concludes with a definite statement as to how insurability is 
affected. 


Solves Daily Problems - Promotes Uniform Underwriting! 


Treats all Factors and Impairments in Detail! 





Mail this Coupon for Yours TODAY 
Put me down for — 





......Cop...." RISK APPRAISAL" by Harry W. Dingman 


Vice-president Continental Assurance Co. 





Charge to Approval Offer— The remittance herewith is to be refunded if | 
our account for single copies return the book within 10 days after receipt. 
PRRs cc 006 chtb dda ke snscevunuend Fah éxuss 
Single Copy 
$10.00 
10 copies. 998000, | COMOPAMY .......cecccccccscccccccsceccccecess 
25 copies 9.00 ea. 
50 copies 8.75 ea. 
“A Prprsioon MEME Ri 6h i iviint thvitewnee 
$8.50 each 
GOP: cvkdid eceveehiwesee (Zone ) SaatOss. cee 











To The National Underwriter Co., 420 E. 4th S#., Cincinnati 2, Ohio 
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What’s your @utloeh for a Happy Old Ac 


It?s good! Since 1900 the number of people 65 and over 


has increased by 228%, 


28% 





tion has increased only 84%. Estimates | 


». while our total popula- 


are that 


by 1960 more than 1 person out of every 11 then living 


will have passed 65. 


Long before retirement age, and especially after 40, 


two things 


become increasingly important... 


guarding against degenerative diseases which strike in | 


SiS. so PRNGiaRs Ss RE RE: é Sa cca ae See ee SR 


Periodic medical examinations provide 
the best means for your doctor to detect, 
in their early stages, diseases which may 
cause trouble later in life. 

In addition, these checkups permit the 
doctor to advise you now about the simple 
rules of normal, healthful living. You can 
do much to prepare for a healthy old age by 
observing good living habits today. 

Further hope for a healthy future comes 
from medical scientists who are giving in- 
creased attention to the diseases of old age, 
such as cancer, high blood pressure, heart 
.disease, and nervous and mental disorders. 


ee 25 ae .. 


Real progress is being made by them. 
Naturally your pattern of living will 
change as you grow older. But to keep men- 
tally happy and physically well, start plan- 
ning early for your retirement years. 
Develop a tailor-made plan for living 
suited to your temperament and interests. 
This normally should include some con- 
structive activity that calls for both mental 


’ and physical effort to get full enjoyment 


and benefit from your leisure hours. 

To help you plan for many happy, healthy 
years, send for a copy of Metropolitan’s 
free leaflet, “Blueprint for Health.” 


COPYRIGHT 1946—METROPOLITAN LIFE INSURANCE CO, 


Metropolitan Life 
Insurance Company 


(4 MUTUAL COMPANY) : 
Frederick H. Ecker, CHAIRMAN OF THE BOARD 4} y 9 
Leroy A, Lincoln, PRESIDENT 
1 Mantson Avenue, New York 10, N. Y. 





This advertisement is one of a continuing series) 
sponsored by Metropolitan in the interest of out 
national health and welfare. It is appearing in t 
colors in magazines with a total circulation in ex 
cess of 30,000,000, including Collier’s, Time, Sat 
urday Evening Post, Ladies’ Home Journal, Goo 

Housekeeping, Cosmopolitan, McCall’s, Americal 
Magazine, Woman’s Home Companion, National 
Geographic, Parents’, and Redbook. 


TO VETERANS—IF YOU HAVE NATIONAL SERVICE LIFE INSURANCE—KEEP ITI 





